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Sales 
Portfolio 


Wins enthusiastic applause of Field Men! 
This service is available to all salesmen 


under contract. 
g 


Extracts from two letters received at the 
Home Office. 


We have today received a copy of the Direct Mail Sales 
Portfolio, and are véry much impressed with it. We feel 
this is very well compiled, and the wise salesman will make 
use of all this material. 

® 


My sons and I are delighted with the Direct Mail set-up. 
We studied it last night into the “wee sma’ hours,” and I 
am going to be the first one to send in 15 names for cir- 
cularization. 
e 
For a General Agent’s Contract write 


John H. Evans, Vice-President 


The Ohio National Life 


Insurance Company 


CINCINNATI, OHIO 
T. W. Appleby, President 
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THE LINCOLN NATIONAL LIFE 
PROVIDES ITS FIELD MEN WITH: 


A Wide Age Range 


The Lincoln National Life was the first to issue 
juvenile policies down to one day of age with the 
payor insurance feature and full death benefits at 
age five. The Company offers a range of age 


coverage from one day to seventy years. 


: 


THE LINCOLN NATIONAL 


LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 


18th in insurance in force of all life companies 


in the U. S. 
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THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Com- 
. Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Fortieth year. No. 33. 

. $3.00 per year, 15 cents per copy. Entered as second class matter, June 9, 
Chicago, Ill., under act of March 3, 1879. 





ITS CHARACTER 











B. M. A.'s 


“MINUTE MEN" 


Break 
4 Year Record 


* 


The press of the nation has joined with the 
insurance industry to wage war against the 
mounting toll of accidents, injuries and pre- 
ventable deaths. Every time the “presses 
roll” they roll out millions of copies of an- 
other advertisement for B. M. A. salesmen 
.... daily true stories of family disaster that 
has struck with appalling suddenness. 


Only half as many American soldiers met 
death in the World War as were killed by 
accidents last year. The annual toll of this 
present day war “machine” runs into the thou- 
sands. Every day 271 victims are killed, 1,000 
permanently injured, 25,000 temporarily 
disabled. 


No wonder, then, that B. M. A. salesmen, 
from coast-to-coast, have united themselves 
into “Minute Me.” to fight against and help 
lighten the economic burdens of this modern 
“Spectre” and his companion “Big Bills.” 
And no wonder that B. M. A.’s salesmen, like 
the victorious “Minute Men” of another day, 
are shattering all records of the past four 
years for applications on Accident and Dis- 
ability policies. 


BUSINESS MEN'S 
ASSURANCE CO. 


Kansas City, Missouri 











W. T. Grant, President 
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‘A.L.C. Law Section 
| Program Is Given 





Life Company Aspects of Unem- 
ployment Compensation to 
be Feature 


'ROUND TABLE DISCUSSION 


Legal Session Will Open at Dallas Oct. 
12, Preceding Regular Convention 
Gathering 


An ambitious symposium on “The 
> Ramification of Unemployment Compen- 
sation Laws as Applied to Life Insur- 
» ance Companies” will be a feature of 
© the Legal Section of the American Life 
F Convention, which meets at Dallas Oct. 
12-13 leading off the general A.L.C. 
> meeting. The tentative program of the 
' section has just been announced. 
: S. B. Sebree, general counsel Midland 
» Life, Kansas City, chairman of the sec- 
© tion, will preside. F. J. Wright, vice- 
president and counsel, Midland Mutual 
Life, is secretary. The program for the 
' round table discussion on unemployment 


+ compensation will take up in turn the 
© federal social security act, then the acts 
© of Alabama, California, District of Co- 
© lumbia, Indiana, Louisiana, Massachu- 
| setts, Mississippi, New Hampshire, New 
© York, North Carolina, Oregon, Rhode 
> Island, South Carolina, Utah, Washing- 
» ton and Wisconsin, a company legal rep- 
> resentative from 


E rese each of these states 
giving the status and conclusions, 


Welcome by Bar Head 


> The address of welcome at the open- 


ing session of the section Oct. 12 will be 
by D, A. Frank of Dallas, president 
Dallas Bar Association, with response 
by R. A, Adams, general counsel Amer- 
ican Central Life. G. S. Nollen, president 


© of the A.L.C. and of the Bankers Life 


of Iowa, will extend greetings from the 
convention. Col. C. B. Robbins, man- 
ager and general counsel, will present 
his annual “Review of Current Life In- 
surance Decisions.” The “Right of In- 
Surer to Offset Mortgage Debt Against 
Disability Income Benefits as Affected 
’y Exemption Statutes and the Subse- 
‘(uent Bankruptcy of the Insured” will 
be discussed by A. B. Scott, counsel 
Atlantic Life. “Luncheon will follow, 
Frank Wozencraft, general solicitor of 
the Radio Corporation of America, for- 
Mer associate counsel, Southland Life, 
being the toastmaster. A luncheon 
speaker is to be selected and announced 
later. The luncheon hosts will be the 
Dallas arrangements committee. 

in the afternoon J. D. Frank, asso- 
"4 general counsel Lincoln National 
‘ite, will speak on “Compromise Settle- 
Ments with Guardians and Executors or 
Administrators.” “The Testamentary 
guestions Under Some Life Insurance 
pettlement Options,” will be developed 
( a2 Grahame, assistant secretary 
uardian Life of New York. 

There will be three important papers 
(CONTINUED ON LAST PAGE) 


New Moves Complicate 
Pacific Mutual Situation 





LOS ANGELES, Aug. 13.—In Su- 
perior Judge Willis’ court Tuesday, new 
negotiations to sell Pacific Mutual to 
an outside insurance company were dis- 
closed in a motion for a continuance 
filed by law firm of Loeb, Walker & 
Loeb on behalf of a stockholders’ pro- 
tective committee, headed by A. C. 
Balch. Information as to what company 
and what terms are under discussion was 
not stated. The negotiations are being 


conducted by representatives of the 
stockholders committee. ; , ; 
After a one-hour discussion with 


counsei Judge Willis postponed until 
Aug. 20 a group of approximately 15 
motions involving affairs of Pacific Mu- 
tual. Most of these motions were in be- 
half of holders of non-cancellable poli- 
cies who sought declaratory relief and 
filed objections to the possible reduction 
of their benefits in reorganization of 
company. Meanwhile, Asa V. Call, vice- 
president and general counsel for the 
reorganized Pacific Mutual, gave assur- 
ance to holders of non-cancellable poli- 
cies that future premiums can be im- 
pounded in a separate fund for greater 
safety. The impounded funds will then 
be held for the benefit of policyholders 
and no one else. No salaries and no op- 
erating costs can be taken from the 
funds. 


Petitions for Intervention 


Other motions among those postponed 
involved petitions for intervention. Dur- 
ing the hearing, Judge Willis disclosed 
that he had received requests from law- 
yers in New York, Virginia and other 
states in which Pacific Mutual operates, 
for granting of time in which to inter- 
vene in the action in behalf of polcy- 
holders living in those localties. 

A new complaint, seeking to set aside 
the reorganization plan was filed by 
William Neblett, partner in legal firm of 
McAdoo, Neblett & Warner. Typical of 
petitions was that of Attorney C. C. 
Katleman, representing policyholders of 
Los Angeles and Nebraska, which asked 
that the court refuse transfer of assets 
of the old company to the new one un- 
less all types of policies are protected 
equally against reduction in benefits. 

Recently so-called policyholders pro- 
tective committees have been formed in 
some cities with fees charged policy- 
holders for service. A number of attor- 
neys seeing an opportunity to “horn in” 
on the Pacific Mutual preserves are 
busy maneuvering. The opportunity is 
at hand for much legal expense and 
waste if there is any obstruction to the 
plan worked out by the capable insur- 
ance department officials who made the 
recent examination. 


Congressional Investigation 


Investigation of the affairs of the Pa- 
cific Mutual Life was begun Aug. 7, by 
the Sabath Congressional committee in- 
vestigating reorganizations and the dis- 
trict attorney’s office. A thorough dis- 
cussion was entered into by Eugene 
Berger, technical adviser for the com- 
mittee: his counsel, B. P. Calhoun; Mur- 
ray Garsson, national investigator for 
the committee, and California Commis- 
sioner S. L. Carpenter. 





Mr. Garsson will leave for Chicago 





to make a report of affairs with the 
national committee. 

District Attorney Fitts said the en- 
tire matter will be placed before the 
grand jury if the facts warrant. He 
made the following statement: “I have 
assigned Deputy District - Attorneys 
Richardson and Lindley, chiefs of the 
fraud department of this office, to make 
such investigations. In addition I have 
assigned three auditors and three inves- 
tigators. This same staff investigated 
and prosecuted the Richfield Oil cases, 
American Mortgage, Gilbert Beesmeyer, 
Harold G. Ferguson and other similar 
cases. We intend to go to the bottom 
of this entire matter.” 

Superior Judge Willis announced that 
the dead line for filing suits of interven- 
tion was Wednesday, the day on which 
he was to open hearings on the order to 
show cause why the Pacific Mutual 
should not be reorganized. 

Organized opposition to Commis- 
sioner Carpenter’s attempt to save the 
Pacific Mutual for the 250,000 life 
policyholders and give the non-can 
policyholders a “break” is not prevent- 
ing him from continuing along the lines 
approved by the court, a program which 
was worked out in conjunction with the 
insurance commissioners making the ex- 
amination and Pacific Mutual officials. 
It was reported that a definite move- 
ment has been started by certain promi- 
nent interests long harboring grudges 
against the company to harass the 
progress of reorganization. 

Claims have been made by various 
factions, some alleging that Judge Ed- 
monds could not properly consider the 
reorganization and liquidation motion; 
that the order should be voided on the 
ground that policyholders had received 
no notice of reorganization; that there 
was no service of process on policy- 
holders; that the court was without 
jurisdiction and that the order was “ar- 
bitrary and capricious and in disregard 
of the established rules of law.” 

Agents of the Pacific Mutual in many 
cases have been able to pacify non- 
cancellable policyholders, who claimed 
they have been treated unjustly by sell- 

(CONTINUED ON PAGE 19) 





Sales Research Bureau 
Men in Agency Positions 





The Life Insurance Sales Research 
Bureau has contributed much to the 
business not only in research work and 
results promulgated following the inves- 
tigation but in a sense it has been a 
training school for agency material for 
companies. The value of the Life In- 
surance Sales Research Bureau in its 
training centers around the fact that a 
man gets in an analytical frame of mind 
and is schooled to do thinking along 
logical ways. Some years ago the 
agency officers of a company was re- 
garded as pretty much of a handshaker 
and backslapper. He was a good fellow, 
a hospitable host, a great entertainer, a 
raconteur of distinction. That day has 

(CONTINUED ON PAGE 10) 





Pittsburgh Gets 
Behind Johnson 


Urges His Reelection as Trustee 
This Year—Vice-President in 
1937 


STATEMENT IS ISSUED 





Fellow Citizens Want Penn Mutual 
General Agent Placed in Line for Na- 
tional Association Presidency 


PITTSBURGH, Aug. 12.—Putting 
Holgar J. Johnson of Pittsburgh in line 
for the vice-presidency of the National 
Association of Life Underwriters next 
year, the Life Underwriters Association 
of this city, issued a statement urging 
his reelection as trustee this year and 
“looking forward to his candidacy as 
vice-president” in 1937. 

Mr. Johnson is general agent of the 
Penn Mutual and as one of the popular 
leaders in the National Association, it 
has been taken for granted that some 
day he would be elected vice-president 
and then president. The question has 
been when that day would arrive. The 
answer of the Pittsburgh association 
now is that it shall be next year. 

The outlook was somewhat clouded 
when it became known that there had 
been a movement looking to the election 
of W. M. Duff as Pittsburgh vice-presi- 
dent next year. That would dim Mr. 
Johnson’s chances for some years, be- 
cause of geographical considerations. 


Cummings’ Election Assured 


It now seems to be a foregone con- 
clusion that O. Sam Cummings of 
Dallas will be elected vice-president this 
year to succeed A. E. Patterson of 
Chicago, who will be elevated to the 
presidency. 

Herewith is the statement issued by 
the local association: 

“The Pittsburgh association by action 
of its board of directors heartily en- 
dorses the candidacy of Holgar J. John- 
son for trustee of the National associa- 
tion, or such other National association 
office as the nominating committee may 
select. 

Leads to Presidency 


“Realizing Mr. Johnson’s many valu- 
able contributions to the National and 
to the local associations throughout the 
country, the Pittsburgh association looks 
forward to his candidacy for the vice- 
presidency, following Mr. Cummings, 
so that he may then be a candidate 
for the presidency of the National asso- 
ciation. 

“Holgar Johnson has already filled 
such National association capacities as 
local chairman of the Pittsburgh con- 
vention, 1931; chairman of managers’ 
program at Chicago convention, 1933; 
chairman of program at Milwaukee, 
1934; chairman of membership in 1935, 
during which year membership reached 
a new high, and this year chairman of 

(CONTINUED ON LAST PAGE) 








Kd 


THE NATIONAL 


UNDERWRITER 





August 14, 193 August 1 





——— 





Results 


of C. L. U. June 


Examination Announced 


Northwestern Mutual Edges Out 
Equitable and Retains 
Lead 





Announcement is made by David Mc- 
Cahan, dean’ American College of Life 
Underwriters, that 148 successfully com- 
pleted in June tie entire series of five 
Chartered Life Underwriter examina- 
tions. Of this number, 98 have also 
completed three years of satisfactory lite 
insurance experience and are entitled to 
receive the C. L. U. designation at the 
conferment exercises in Boston this fall. 
This brings the total number of Char- 
tered Life Underwriters to 1,102. _ 

Three others will receive certificates 
of proficiency which may be exchanged 
for C. L. U. diplomas upon completion 
of three years of selling, managerial or 


teaching experience. Ten candidates 
passed all examinations but must still 
complete three years of experience. 


Thirty-seven others have passed all ex- 
aminations but complete data as to their 
experience have not been received. 


Northwestern Mutual Leads 


Of those who successfully completed 
the C. L. U. designation, including those 
who are now entitled to receive the di- 
ploma and others, 36 companies are rep- 
resented. Four successful candidates are 
either designated as brokers or else do 
not have definite company afhiliation. 
Northwestern Mutual edged out the 
Equitable Life of New York with 20 
sucecsstul candidates as compared with 
17 for the Equitable. Northwestern al- 
ready had three or four more C. L. U.'s 
than Equitable so the Milwaukee com- 
pany still has the lead. New York Life 
had 11; Mutual Life of New York and 
Massachusetts Mutual each had seven. 
Metropolitan Life, Prudential and Pa- 
cific Mutual each had six. Aetna Life, 
Connecticut Mutual, Union Central, New 
England Mutual, John Hancock Mutual, 
Bankers Life of Iowa, Travelers and Mu- 
tual Benefit each had four. Phoenix 
Mutual and Continental Assurance each 
had three. Connecticut General, Great 
National, Guardian Life, Sun Life of 
Canada, National of Vermont and Acacia 
Mutual each had two, while the follow- 
ing conipanies were each represented by 
one successful candidate: Ohio State, 
California-Western States, Kansas City 


Life, Penn Mutual, Home of Hawaii, 
Continental American, Hercules Lite, 
Provident Mutual, Lincoln National, 


3erkshire, Occidental Life of California 
and Columbian National. 


Fifty Cities Represented 


lifty cities were represented by the 
successful candidates. Chicago had the 
largest number with 18. New York had 
16, Los Angeles 10, Pittsburgh seven, 
Philadelphia and Cincinnati each six, 
Boston five, Detroit, Rochester, N. Y., 
Baltimore and San Francisco each four; 
Dallas, Brooklyn, Indianapolis and Dav- 
enport, Ia., each three. The cities that 
had two successful candidates were Se- 
attle, Honolulu, Washington, D. C., To- 
peka, San Jose, Cal., Columbus, O., St. 
Paul and Cleveland. 

In June, 980 presented themselves for 
examination. This is the largest number 
ever to take a single examination. Only 
42 presented themselves for all of the 
five parts in which the examinations are 
divided. Only 238 took the necessary 
parts to permit of completing the entire 
series of examinations. Of these 148 
were successful, 

Total Number with Credits 

Dr. McCahan states that 515 were 
awarded credit for all the examinations 
which they undertook. He said 1,688 
candidates now have credit for the suc- 
cessful completion of some of the five 














examinations, as compared with 1,049 
last year. 

Of the 17 who took one or both sec- 
tions of the agency management section, 
five qualified to receive the certificate in 
life insurance agency management. They 


are: 

William King, Mutual Benefit, St. 
Louis; L. W. Klingman, manager sal- 
ary savings division Equitable Life of 
New York; Howard C. Mason, sales di- 
rector John Hancock Mutual; Mildred 
F. Stone, agency field secretary Mutual 
Benefit Life, and Foster Vineyard, su- 
pervisor Aetna Life, Little Rock. 

Below are the candidates to receive 
the C. L. U. designation at the confirm- 
ment in September: 

Adams, Bertha H., New York Life, Chi- 
cago; Allen, Calvin D., Connecticut Mu- 
tual, Chicago; Altick, Harry J., manager 
agent’s service department, Massachu- 
setts Mutual, Detroit; Andersen, Edward 
C., educational director, Connecticut Mu- 


tual, Hartford; Anderson, Crawford, 
Massachusetts Mutual, Seattle. 
* x« x 


Babb, John D., manager accident and 
health department, Aetna Life, Pitts- 
burgh; Belden, Henry E., associate man- 
ager Union Central, Los Angeles, Calif.; 
Bellows, John A., Jr., Northwestern Mu- 
tual, Chicago; Berman, Louis, Equitable 
Life of New York, Chicago; Bernard, 
Robert A., Aetna Life, New York; Boalt, 
Edward A., supervisor New England Mu- 
tual, Cincinnati; Boewe, Albert A., 
agency sales supervisor Metropolitan 
Life, Burlingame, Cal.; Buchanan, H. J. 
S., Massachusetts Mutual, Monmouth, 
Ill.; Burnell, Lorenzo D., Northwestern 
Mutual, Detroit. 

*x *« * 

Chapin, Stanley D., instructor of 
agents Mutual Life of New York, Port- 
land, Ore.; Chiles, Sam A., general agent 
Hercules Life, Dallas; Cottingham, Paul 
V., agency organizer Mutual Life of New 
York, Topeka, 

Dalzell, Arthur H., agency executive 
John Hancock Mutual, Boston; Danforth, 
Arthur L., manager Bankers Life of 
Iowa, Buffalo; Davies, J. Howard, Phoe- 
nix Mutual, Rochester, N. Y.; Davis, 





Benjamin F., manager life department 
Pacific Mutual, Pittsburgh; Davison, 
Robert S., Provident Mutual, Philadel- 
phia; Driggs, Golden K., agency organi- 
zer New York Life, San Jose, Cal.; 
Dulaney, Cora, Great National Life, 
Dallas, 
* 7 * + 

Earley, Ernest H., Northwestern Mu- 
tual, Brooklyn; Farris, Ray K., New 
York Life, San Jose, Cal.; Frey, Calvin 


J., manager Mutual Life of New York, 
Erie, Pa.; Fuller, John L. H., district 
manager Equitable Life of New York, 
Indianapolis; Fuller, Roy R., North- 
western Mutual, Detroit. 

* * * 


Garvin, Charles R., general agent Con- 
necticut General, Columbus, O.; Gaston, 
Ben M., Jr., agency instructor Metropoli- 
tan Life, Philadelphia; Gee, William A., 


New York Life, Whittier, Cal.; Griffith, 
Benjamin F., Northwestern Mutual, 
Brooklyn; Guernsey, George T., Jr., field 
supervisor Northwestern Mutual, St. 
Louis, 
= * * 

Hall, Julius F., Connecticut Mutual, 
Cincinnati; Harrison, Thomas W., Jr., 
Connecticut Mutual, Baltimore; Har- 


wood, Lester E., Equitable Life of New 
York, Boston; Heissenbuttel, Charles M., 
Travelers, New York; Heldman, Clarence 
a, Prudential, Cincinnati; Hibbard, 
Charles F., Northwestern Mutual, De- 
troit; Hinkle, Roland D., assistant agency 
manager Equitable Life of New York, 
Chicago; Howell, Frank L., assistant 
agency manager Equitable Life, Chicago; 
Hoyle, John K., Sun Life, Philadelphia. 
* * * 

Jackson, Helen E., Equitable Life of 
New York, Pittsburgh; Jenks, Emory L., 
general agent Pacific Mutual, Atlanta; 
Kaye, Harold E., assistant manager 
Equitable Life of New York, Los Angeles; 
Keeling, Harry B., John Hancock Mu- 
tual, Los Angeles; Kennedy, Glenn T., 
general agent Lincoln National, Cincin- 
nati; King, Lyman E., general agent, 
New England Mutual, Topeka. 

* * * 

Langford, Augustine G., Northwestern 
Mutual, St. Paul; LeBuhn, Carl, general 
agent Massachusetts Mutual, Davenport, 
Ia.; Leete, Frederick D., Jr., Northwest- 
ern Mutual, Indianapolis; Leonard, Mel- 
vin H., manager National Life of Ver- 
mont, New York; Lutz, Chalmer F., unit 
manager Equitable Life of New York, 
Cleveland; Lynn, Ragle W., Equitable 
Life of New York, San Francisco, Cal. 

* 

Mallard, John L., Jr., Mutual Life of 
New York, Baltimore; Matson, Ernest A., 
Travelers, New York; McFarland, James 
C., general agent Ohio State, Cincinnati; 
McMartin, Willis F., educational direc- 


he 
~~ 





Five-Day Week Approved 


Now Using It, Only Two Having Had to Abandon It 





Satisfactory results with the five-day 
week are reported by 25 of the 27 Amer- 
ican Life Convention companies em- 
ploying it, a survey by the A.L.C. of com- 
pany practices on office hours shows. 

Col. C. B. Robbins, manager and gen- 
eral counsel, stated that 19 companies 
report experience with the five-day week 
as satisfactory and six report it satisfac- 
tory but use it only during the summer 
months. One company discontinued the 
five-day week in 1933 in order better to 
service field men and the public; an- 
other used the plan for a year with good 
results but circumstances forced its 
abandonment. One company maintains 
the plan in summer months with a skel- 
eton force in the office on Saturdays, 
and results are excellent. Still another 
company allows each employe four Sat- 
urdays off in July and August, which 
has proved to be a satisfactory arrange- 
ment. 

Range of Office Hours 


Office hours range between 7:30 a. m. 
to 4 p. m., and 9 a. m. to 5 p. m. Time 
allowed for lunch varies from 30 min- 
utes to an hour and a half, some reduc- 
ing the period in summer months. One 
company allows 15 minute rest periods 
each morning at 10:30, furnishing a light 
lunch to employes. There are 29 A.L.C. 
companies that answered the question- 
naire which furnish lunch room facilities 
and 87 do not do so, all noting that em- 








ployes pay for their lunches. Many pro- 
vide space in which employes may eat 
lunches which they have brought and 
One company provides lunch room and 
kitchen, with gas range, utensils, dishes, 
electric refrigerator, etc., the employes 
taking their own food and being per- 
mitted to prepare simple meals at their 
Own expense. 

Companies’ Saturday office schedules 
range between 8 to 11:45 a. m. and 9 
to 1; 17 companies are closed on Sat- 
urdays the year round, 3 close on Sat- 
urdays only in summer and five maintain 
only skeleton forces on Saturdays. In 
case of peak loads on certain days 28 
companies work longer than the stand- 
ard hours, 21 do so occasionally and 
one only in summer, while 66 companies 
do not handle their peak loads in this 
way. Some companies which close on 
Saturdays employ a method of clearing 
up work on Fridays. Thirty-five com- 
panies shorten hours in the summer 
months and 81 do not do so, although 
some close early at their discretion in 
extremely hot weather. It was reported 
that 44 -companies increase working 
hours during annual statement time, but 
72 do not do so. Forty companies do 
not compensate for overtime work, 47 
companies do; 10 do so in cases of spe- 
cial work but only on rare occasions, 
and 29 companies compensate for the 
evening meal on such occasions. 








tor Northwestern Mutual, New York: 4 
McNeilly, Glenn D., agency Organize! F M 
Calif.-Western States, Seattle; Minarg 
Clarence C., Prudential, Davenport, },' ® 
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Dallas; Morrison, Guy E., Northwester, 
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O'Flynn, James D., Phoenix y 
Rochester, N. Y.; Ogilvie, Allen H,, 
ager Kansas City Life, Lansing, Mich, ] 
Orr, Paul E., Jr., supervisor Guardian 
Life, New York; Osborn, Minott 4, Mu. 
tual Life of New York, New York, 

*x* *K 
Irving V., Mutual 
Newark; Petersen, Paul W., insurance 
broker, Chicago; Phipps, D. Miley, Sue 
perintendent of agencies, Continental As. 
surance, Chicago; Powers, Alvin J, gy. 
pervisor Prudential, New York; Preston, 
Edward H., Jr., Pacific Mutual, Philadel. 
phia; Rappaport, Eugene I., Pacific yy. 
tual, Chicago; Ream, M. Jay, genera) 
agent Mutual Benefit, Pittsburgh; Re. 
path, Robert U., Jr., Northwestern yy. 
tual, New York; Reinecke, Adolph 4. 
Northwestern Mutual, Chicago; Risley 
Samuel D., district manager Metropolitan 
Life, Youngstown, O 


jssouri 
Utual, MB tendents 
Man. 


ORRE! 


Perine, Benefit, 





estern 
Make 
















JEFER. 
\n exchat 
yestion 
jsurance 

endent O 
intendent 

jased =D: 


\ATION AL 


Schmitt, Herrold A., New England My. 
tual, Chicago; Schwensen, E. Herbert, 
Metropolitan Life, New York; Scott 
Martin I., Equitable Life of New York 
Los Angeles; Scroggs, William A., map. 
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Mutual, Chicago; Sinton, Lorraine L, 
librarian and secretary to instructor of 
agents Mutual Benefit, Chicago; Smith, 
George P., agency director New York 
Life, Boston; Snyder, Sidney W., Equi- 
table Life of New York, Los Angeles: 
Somers, Roger, general agent Continen- 
tal Assurance, Chicago; Stever, Ron, dis- 
trict manager Equitable Life of New 
York, Pasadena, Cal. 
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regret tha 
New Yor! 
thorities * 
examinatt 
others, th 
disposed | 
wiopted a 


* 
Uebele, Paul M., Northwestern Mutual, 
Chicago; Vinson, Harold F., Northwest- 
ern Mutual, Tucson, Ariz.; Warren, James 


R., Massachusetts Mutual, Boston; 
Wheatley, George D., Phoenix Mutual, , 
Chicago; Wilder, Leopold L., Equitable Lhe re 
Life of New York, Albany, N. Y.; White Bley refers 
Leonard M., Northwestern Mutual, SanB) cent ar 
Francisco; Woodward, William W., 3rd, \<sociats 
agency group supervisor, Equitable Life ae recon 


of New York, New York; Wright, James 
L., branch office manager, Connecticut 
General, Rochester, N. Y.; Zinn, Gladys 
M., cashier and office manager, North- 
western Mutual, Wheeling, W. Va. 


tion ever. 
operating 
reso.utiol 
and arter 


Below are the candidates to receive ff (epartme 
the certificate of proficiency at the Sep- Bis 's Pi 
tember conferment: York dey 

to the ex 


Benner, James H., mortgage loan de- 
partment Acacia Mutual, Washington, 
D. C.; Folsom, Edwin W., New England 
Mutual, New York; Penn, William B., as- 
sistant chief lay underwriter, Acacia 
Mutual, Washington, D. C. 


Below are the candidates who have 


ion repo 
with com 
ing cleat 
commussi 
ested an 
that othe 


now completed the entire series of ex- B made. 
aminations but for whom data evidenc- BF Just ri 
ing fulfillment of experience require — Oregon, 
ments have not been received: pierence ¢ 
Aitken, Robert T., Home of Hawaii B ued a he 
Honolulu; Berryhill, John Hanna, New & departme 
York Life, Chicago; Black, John A, fsioners « 
Prudential, Honolulu; Bogen, Robert. & jjindly 
Equitable Life, Los Angeles; Bradway, » ducted b 


Tea a aj 5 408 les; 
Williston L., Pacific Mutual, Los Angele ‘that bla: 
















Briggs, Charles W., Union Central, : 
Davenport, Ia. compan 
* * x merged | 
Carson, William W., New York Life Un 
Milwaukee; Chase, Harry H., assistant 
general agent, Aetna Life, Pittsburgh: On Ju 
Davies, Robert A., New York Life, Sal letter ‘of 
Francisco; Devol, Carl B., Jr., Pacific _ Pale nlige 
Mutual, Chicago; Eisenberg, Bernard M. & ie 
Metropolitan Life, Brooklyn. s compant 
+ «@ * big st 
Pde 
Field, Dean H., Prudential, St. Paul: ao + 
Fitzsimmons, John H., Upper Darby, Pa: .” ti 
Frazier, Raywood, Occidental Life of Cal. & "4 pou 
Los Angeles; Freidson, Leonard I., New those st 
York Life, Los Angeles. here—ar 
* *k * | there 
Garcelon, Merrill, National Life of Vu ig 
Boston; Gettys, Elmer V., Bankers Life® ‘ne con 
of Ia., Pittsburgh; Griffin, Gerald lL. — Superint 
Massachusetts Mutual, Springfield, Mass: On Ji 
Griffith, Charles G., Continental Ame! B) expressj 
can Life, Philadelphia; Griffith, Charl®F very cp, 
W., John Hancock Mutual, Columbus, 0. : announc 
= ) the resc 


Hall, James P., Travelers, Los Angeles: 
Hays, Henry. W., Massachusetts Mutual, 
Rochester, N. Y.; Held, Irving I. Jt 
Northwestern Mutual, New York; Hight, 
Hanford Z., Northwestern Mutual, New 


(CONTINUED ON LAST PAGE) 
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JEFERSON CITY, MO., Aug, 13-— 
in exchange of correspondence on the 
juestion of convention examination of 
surance companies between Superin- 
endent OMalley of Missouri and Super- 


land Mu. id 
Herbert, Mintendent Pink of New York was re- 
~ ae iased by Mr. O'Malley to THE 
A., man. (M\ATIONAL UNDERWRITER, upon request. 
bets Mfter receiving from Mr, Pink a copy 
D., n, oi the statement issued by the New 
‘ine L.M¥york department outlining what its pol- 
“tain iv will be on the new convention ex- 
Ww YorkMfanination procedure, Mr, O'Malley on 
, Equi MM june 30 wrote to Mr. Pink, expressing 
\ngeles; Mregret that in view of the attitude of the 
ntinen- Mew York department, the Missouri au- 
oe thorities “will have to make independent 
: examinations in your state as well as 
ethers, the supervisors of which are not 
Mutual, disposed to conform with the resolutions 
— wopted at the St. Paul meeting. 
|, de es 
asa St. Paul Resolution 
\ a . 2 
ror The resolution to which Mr. O’Mal- 
White, Bley refers, was the one adopted at the 
l, San iccent annual meeting of the National 
V., 3rd, BB \ssociation of insurance Commission- 
ss Life fs recommending convention examina- 
aan tion every three years of each company 
Gladys operating in three or more states, That 
North-[ereso.ution was opposed by New York 
A. end arter it was adopted, the New York 
receiveye (epartment issued a statement, outlin- 
e Sep-ily 1s position, declaring that the New 
York deparimient would cooperate only 
an dee 0 the extent of going over the examina- 
neton, @0n report of a New York company, 
ngland & with commissioners of other states, mak- 
B., as- Bing clear any features in which other 
Acacié Bcommussioners are particularly _inter- 
ested and making any further inquiries 
have & that other commissioners desire to have 
of ex- fF made, 
idenc- fF Just recently Commissioner Earle of 
quire- F Oregon, presiaent of the Western Con- 
ference of Insurance Commissioners, is- 
awaii Mued a hot blast against the New York 
New & department, stating that the commis- 
n A,B sioners of other states could not rely 
ri 4 blindly upon the examinations con- 
voles. p (ucted by the New York department. In 
ntral fe that blast, he listed all the New York 
companies that had failed or had been 
} merged during the past five years. 
a Untair Burden on Companies 
ure: B On July 8, in reply to Mr. O’Malley’s 
fe | letter of June 30, Mr. Pink stated that 
aM. “dependent examinations of New York 


companies conducted by Missouri and 
‘other states would place an unfair bur- 
den on the companies. “Were we to re- 
pa. fe ‘liate and make an independent exam- 
Cal. ‘tation of the companies domiciled in 
those states making such examinations 
_here—and I assure you that we shall not 
»—there would be so much confusion and 
vi. “isorganization in the field as to imperil 
'the continuance of state supervision,” 
| Superintendent Pink asserted. 

ass F On July 10, Mr. O'Malley responded, 


revi: F expressing the hope that Mr. Pink will 
; 0.— ‘ety shortly “bow to the inevitable and 

F announce your decision to comply with 
ses: the resolution adopted at the St. Paul 





» Meeting.” 
|. The text of Mr. O’Malley’s letter of 


Jr, 2 

ght | June 30 is: 

‘Your letter of June 19, enclosing 
(CONTINUED ON PAGE 12) 
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Professional Side Needs 
Great Cultivation 


By Otto Garr Tague 





I wish that the fathers of American 
life insurance had shown the same de- 
gree of forward-looking perspicacity that 
was exhibited by the fathers of the coun- 
try when they adopted the constitution 
and the bill of rights. Had they done 
so, I am sure that they would not have 
handed down two words that have be- 
come so fixed in our lexicon as to be 
almost beyond the reach of amendments. 

One of these is the meaningless and 
misleading word, “policyholder.” It car- 
ries implications that I do not like. Im- 
plications of temporary character of 
ownership — scarcely ownership, even. 
More in the nature of distinterested and 
casual possession of something that 1s 
soon to be laid aside, rather than the 
permanent ownership of an interest in 
something that is of extreme value and 
profitable participation in an important 
cooperative effort that has such tremen- 
dous influence on the lives and welfare 
of scores of millions of our people, as 
life insurance has. I believe that such 
a phrase as certificate of participation 
would have been better. Even policy 
owner would be far preferable. 

I have found a recent tendency, here 
and there, to substitute for this unfortu- 
nate word something with connotations 
of permanency. A few companies and 
their agents are actually using policy 
owner with beneficial results. 


Objects to the Word 
“Agent” for Producer 


And there I go using the other word 
that I have come to dislike: Agent! Of 





S. L. CARPENTER, JR. 


Insurance Commissioner Carpenter of 
California is being given great credit 
for the conspicuous part he has taken 
in bringing about a reorganization of 
the Pacific Mutual Life. A man of in- 
tegrity, ability and experience, Commis- 
sioner Carpenter started his task in a 
thoroughly logical way. When he en- 
tered office he inherited more or less 
confusion and had to straighten out his 
own department before he could do any- 
thing else. Even before he took office 
Commissioner Carpenter realized what 


was coming with the Pacific Mutual | all the misleading words that were ever 
Life. From that time on he prepared | engrafted onto a business of the impor- 


for the time when he would have to act. | tance and dignity of life insurance, that 
In all the negotiations he was able to | of life insurance agent gives me the 
conduct them without publicity. greatest pain. No wonder that so many 











AN OLD PLAN WINS 


Men tire of wearing the yoke of compulsory routine in 
their work, yet many and many an underwriter, adopting the 
plan of budgeting his annual family expense, and setting off 
against it the required income to be earned, dividing both by 
twelve, for that number of monthly parts, has found an effi- 


cient servant. For instance :— 


We know an underwriter who two years ago determined 
that for his 1937 vacation he and his wife would travel to the 
other side of the Pacific, there to visit his early home and his 
The expense, to do it to their taste, would be 
beyond their then current means, and so he laid out a plan 


birthplace. 


for enlarging his income through a monthly increase of pro- 
He stuck to it, and so much expanded his produc- 
tion that he and his wife are easily able, and will, enjoy this 
delightful adventure in 1936 instead of in 1937. 


duction. 


The budget and its equivalent income-earning plan of 
work is a simple system, which will not fail if its adopter has 
will enough to give it unbroken use throughout the budget 
year. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Independence Square PHILADELPHIA 























young men who are attracted to the 
business enter it with the feeling that 
it is of temporary character—something 
to bridge them over a temporary crisis— 
something that, by the very implications 
of the term with which their work is 
designated tends to lead them to feel that 
their permanent success is of doubttul 
assurance. 

It may have been reasonably all right 
to call such a man an agent 40 to 50 
years ago when life insurance consisted 
primarily of death insurance and when 
the institution was more or less guided 
by the profit motive that led some ex- 
ecutives tc rejoice when a policyholder 
dropped his insurance and abandoned 
his reserves or the agent quit his job 
and surrendered his renewal commis- 
sions. 


Demand for More 
Expert Service 


But that day is past. Any company 
that fosters surrenders of either renewals 
or reserves would not long sit in the 
high councils of today’s ethical busi- 
ness. And with the addition of policy 
contracts that cover every phase of a 
prospective buyer's personal, family 
and business needs, the seller of those 
contracts must, if he is to be at all suc- 
cessful, put behind him all thoughts of 
using the business as a temporary stop- 
gap to fill his empty pockets or provide 
employment more interesting than milk- 
ing the cows or doing the other chores 
at home. 

Even the term life underwriter, while 
far better than that of agent, falls short 
of conveying to those entering the busi- 
ness or the men and women on whom 
they are going to call the broad and 
highly dignified character of their work. 
For it, again, in my humble opinion, 
connotes too great emphasis on the pay- 
ment of death benefits alone, whereas, 
as we all know, the present day broad 
applications of the dozen or more stand- 
ard policy contracts and their many vari- 
ations, while generally predicated in 
some way upon the original limited pur- 
poses of life insurance, in fact cannot 
possibly be made to render the great- 
est degree of service without those ap- 
plications being made to every phase of 
the buyer's needs. 


Agents Overlooked 
a Willing Prospect 


Which leads me to the making of two 
statements that, as true as gospel, may 
prove something of a shock to some of 
my readers. The first is this: For more 
than 35 years I have sat in exposed posi- 
tions of responsibility. And yet I could 
count on the fingers of my two hands 
the number of agents or underwriters 
who have ever deigned to stick their 
heads through the doors of my offices 
to ask me even the simple question, “Do 
you want to buy some life insurance?” 
And of those who have had the temer- 
ity to ask me this important question, 
I could count on my thumbs those who 
have sought to do more for me than to 
sell me some more ordinary, term or 
other common, garden variety of insur- 
ance contract. 

Every policy I have ever owned I 
have bought without the aid or the par- 
ticipation of an agent. And as for pro- 
gramming—the least said the better. All 
of which should point out something or 
other. Perhaps that the market for life 
insurance has not reached the absorp- 
tion point and that any man interested 
enough to have come in to tell me how 
I might better adapt his various poli- 
cies to my needs could have had the op- 
portunity to revise my program a dozen 
times. 

I have all the life insurance at this 
moment that I can afford to pay for. 
My income will not let me buy all I 
should like to carry. But my program 
has not been revised for several years 

(CONTINUED ON PAGE 24) 
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Program Given for Parley 
of the Industrial Insurers 





PLANS FOR NASHVILLE MEET 





Commissioner Tobin, W. H. McBride, 
C. M. Herron, Frank P. Samford 
Are Among Speakers 


oe 


The program for the convention of 
the Industrial Insurers Conference in 
Nashville, Sept. 21-23, is announced by 
P. M. Estes, general counsel of the Life 
& Casualty of Tennessee and chairman 
of the program committee. A few fea- 
tures of the program have not yet been 
definitely decided upon. These will be 
announced later. 

The address of welcome will be given 
by G. C. Woods, general agent in Nash- 
ville for the Bankers Life of Iowa and 
president of Nashville Life Underwriters 
Association. Commissioner ‘Tobin of 
Tennessee will give an address on a 
subject that he will select. 

W. H. McBride, actuary for the Na- 
tional Life & Accident, will present a 
paper on double indemnity riders to life 
policies. This will be discussed by J. R. 
Leal, vice-president Inter-State Life & 
Accident of Chattanooga, and by E. T. 
Burr of the Durham Life of Raleigh, 


C. M. Herron of the Life & Casualty 
of Tennessee will present a paper upon 
“Claims,” and this will be discussed by 
two members of the conference. 


To Hear Dr. Ridley 


Dr. C. L. Ridley, medical examiner for 
the Bankers Life of Iowa, will give a 
talk on “Industrial Underwriting.” 

Dr. Robert H. White, Tennessee 
health department, will give an address 
on “Morbidity and Mortality.” 

There will be an address on “Burial 
Associations” by Frank P. Samford, 
president of the Liberty National Life 











C.L.U. NEWS 


CHICAGO WOMEN C. L. U.’s 


Miss Lorraine Sinton of the Mutual 
Benefit Life, agency secretary in the 
Drew agency, Chicago, and editor of the 
agency house organ, “Squab,” and Mrs, 
B. H. Adams, agent of the New York 
Life in that city, have received their 
cS: . degrees. They make six 
women C. L. U.’s in Chicago, the others 
being Miss Sara Frances Jones, Equita- 
ble Life of New York; Mrs. Helen 
Thomas, Equitable Life of New York; 
Mrs. Agnes Schuette, New York Life, 
and Miss Manzie Chung, Sun Life of 
Canada. 





* * 
HUEBNER ILL, POSTPONE MEETING 


Due to the illness of Dr. S. S. Hueb- 
ner, who was to be the chief speaker, the 
joint meeting of Los Angeles C. L. U. 
Chapter and the Life Underwriters’ As- 
sociation of Los Angeles, set for Aug. 
18, has been postponed to Sept. 4. Dr. 
David McCahan, dean of the American 
College of Life Underwriters, will take 
Dr. Huebner’s place on the program. 








of Birmingham, and this will be dis- 
cussed by two members. 

Mr. Estes has invited Dr. Gus Dyer, 
professor of economics at Vanderbilt 
University, to speak upon an economic 
or financial topic and Dr. Charles 
Pitkin, dean of Louisiana State Univer- 
sity, to speak upon the respective prov- 
inces of government and insurance com- 
panies so far as industrial insurance is 
concerned, 

There will be a paper on insurance 
investments, but the speaker has not yet 
been signed up. 


Cc. C. Porter, 71, for 22 years an agent 
at Ottumwa, Ia., for the New York Life, 
died at his home following a short ill- 
ness. 





FOR RENT 





IDEAL SPACE FOR INSURANCE 
OFFICE 


Modern Fire Proof Four Story Building 





@ Elevator Service 


Shore Suburbs 


Apply to: 


@ Light and Air on Four Sides 


@ Rapid Transportation to Loop and North 


@ The North Shore National Bank of Chi- 
cago Located on First Floor of Building 


Present tenant, a Life Insurance Company, is moving to 
its own building making third and fourth floors (about 20,000 
square feet) available to right party at moderate. rental on 


HOWARD STREET JUST WEST OF THE “L” 


Howard Malvern Building Corporation 
1737 Howard Street, Chicago, Illinois 


Phones: Wabash 0272; Sheldrake 5220 
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Conservation Work Stressed ee 
by Hartford Life Companies Succeeds R. L. Jones | M 
———___| —— 
FIELD MEN KEY TO SUCCESS 
Constant Review of Detailed Records 
on Insurance in Force and 
Terminations Practiced 
HARTFORD, Aug. 13.—Life com- 
panies domiciled here are stressing con- 
servation not only among agents but 
also among their cashiers, clerks and 
other employes that may contact policy- 
holders. : 
A Research Bureau survey concludes 
that in the case of lapse of policy the 
question is not “Why?” but “Who?” 
The Phoenix Mutual, which made an 
outstanding record last year in low lapse 
ratio, endorses the bureau’s opinion to 
the extent that it employs only full- 
time representatives—a policy adopted 
many years ago—carefully _ selecting 
them and training them intensively. The 
Phoenix Mutual believes that upon such 
representation rests ultimate success in 
conservation as well as new business. It 
is felt that since the company has not ROBERT H. DENNY — 
made any special drive or engaged in Robert H. Denny, recently appointed # igan has 
any unusual advertising effort, the plan 1 : ral 
has proven sound. general agent of the State Mutual in @% Michiga 
New York City, goes to that city from mm succeedi 
Concentrates on Conservation Cleveland, where he was sales manager presiden' 
. for the Hamlin agency of the Nation] —& troit, w 
The Aetna Life concentrates on con- | Life of Vermont. He succeeds R. |, i Ohic St 
servation in a detailed way. Quarterly | Jones as general agent and has tc. jp publican 
reports are sent to general agents with | ceived a warm welcome in New York 
- comparison of the a o- Pegsove j 
or the past three years. Monthly re- 
ports ol taiuaions preventable and Personal Property Levy Yeom 
non-preventable, and reinstatements are ° ° AMS 
sent out to agents. Intensive instruc- Hits Annuity Principal Court L 
oe is given to agents on how — test 
nder 
diticulticn Dokcatpiders are contacted | @ntZARRISBURG, PA. Aug. 13—The 
both through mail and personally to emergency personal property tax at 
an 8! ‘$ inded ; signed by Governor Earle late last DES 
make them insurance-minded to ye month applies to annuities and company & ;. jy 
degree they think of dropping a policy | pension payments in excess of $200 an- fe 1! [49° 
only when everything else has failed. nually and these are being assessed at handed 
The Connecticut Mutual gets out | their capitalized value for taxation. Di- [je “0”, 
bulletin each month showing the stand- | rector L, F. Sess of the personal prop- [ee "821 
ing of its agencies in gain or loss of erty tax ‘division said that optional set- owes 
insurance in force. On the same bulle- | tlement payments of life policy procecds Je “"S ,? 
tin they divide the agencies into five | are not subject to the tax. Federal ani je "4 
groups according to the amount of in-| state payments are also exempt as an ol 
surance in force, They then rate each | Jn arriving at the capital value of an je “*S the 
agency on the basis of actual to ex-| annuity, 4 percent interest is assumed CC" 
pected terminations. At the beginning | and standard annuity mortality tables tended 
of 1936 they reviewed each agency, its | are ysed. The act is designated as an Be °° “ 
record over several years past, and | emergency measure. It provides a tax B [@™ 
found a very sizeable improvement this | of one mill on 1936 collections and a legal 1 
year over last. four mill rate for 1937. The measure ex- bs 
— oa pires at the end of 1937. The tax is for dutty 
unemployment relief, while the 1937 levy FF sagt 
Last year the Connecticut Mutual es-| is to be paid into the general fund o! “7 hi 
tablished a President’s Club. Members | the state treasury. So 
- production clubs are eligible _ mem- elaynanmiiciete ! Fan 
ership if their lapse rate on business ° ° ° : 
less than two years old is 50 percent or Companies Give Art Scholarships F prin of 
less than the average company rate. In Over 400 high school students in 20 piates 
1935 there were 46 members of the Presi- | states submitted work in the contest of J ‘rded 
dent’s Club. This year there are 55. | the Kansas City Art Institute for schol- Secre 
Three times a year cards are sent out | arships this year. Of the 24 scholar- Mutual 
showing the gain or loss of insurance | ships in eight departments, the Kansas F became 
in force by individual agents, thus giv- | City Life awarded three and the Busi: B pany it 
ing the general agent an opportunity to | ness Men’s Assurance three. > mium 
ge ge — ~~ - se then at 
e card shows in detail the production _f& do it. 
for the period in question and termina- D. Perley Green, 67, for some Wied ' partme 
tions divided into first year, second year, | 2ctuary of the Boston Mutual Life, died Fi, seek 
and after second year terminations. after two months’ illness. He had beet busines 
with the company 32 years and was 4 pce 
Read_ “Selling Disability Insurance.” charter member of the Actuaries Club 
$1.50. Order from National Underwriter. | of Boston. Can 
° | Fran 
Semi-Annual Statements ant se 
= years | 
(From June 30, 1936, reports to the Georgia Insurance Department) ei employ 
i y hs— § ved 
. E Capital Assets Surplus au A Mop isbUuTse, oublick 
Equitable Life, N.Y. ......- $1,889,406,293 $88,651,644 $207,755,134 $134,543,272 fe) Publis 
Federal Life .......$ 375,000 15,400,162 158,170 2,320,421 1,987,012 FF has pre 
General American .. 500,000 ey ei CP re 12,215,474 11,717,709 BS vised 
MAMEIE EEO os cece ese 350,000 3,238,629 66,923 1,339,552 1,047,465 FF afte 
Johm: Fancoek «...0:.4) Aceecess 761,115,397 49,247,417 97,598,316 68,108,267 F is As 
DRAGS, MOUCURL © o6.0'08" (ebecese B66,917,589 «so bsosdcs 59,561,612 39,272,038 1931 in 
Maryland Life ..... 100,000 5,163,202 343,531 308,465 375,435 Associ 
New England Mut. ....... 359,935,604 22,089,800 41,643,408 25,434,818 years 
National Gite, Vtsewc  isc0ses 179,007,824 8,794,881 17,195,344 12,450,398 _ = 
Olid Republic ...... 200,000 677,337 372,090 111,887 99,309 
Pan American ..... 1,000,000 30,702,218 875,462 8,701,219 2,526,128 Orde 
Security Life, N. C.. 384,000 4,165,742 90,932 540,432 366,662 from t 
Volunteer State ... 500,000 22,265,498 500,000 2,065,546 
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"Made President 
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J. C. KETCHAM 


Commissioner J. C. Ketcham of Mich- 
igan has been appointed president of the 
Michigan League of Republican Clubs 
succeeding Claris Adams, executive vice- 
president of the American Life of De- 
troit, who becomes president of the 
Ohic State Life. He is active in Re- 
publican politics and served in Congress. 








Yeomen Mutual Wins in Suit 





Court Decides in Its Favor in Its Pro- 
test Over Tax on Old Fraternal 
Business 





DES MOINES, Aug. 13.—A decision 
in favor of the Yeomen Mutual Life was 
handed down by Judge Jordan in its 
action to enjoin the state from collect- 
ing a 1 percent premium tax on business 
written prior to 1932 when it was oper- 
ating as a fraternal. The state con- 
tended that the company had operated 
as an old line legal reserve company and 


' was therefore liable to the tax. 


Yeomen Mutual Life officials con- 


' tended that only that business which 
| was written since 1932 when the com- 


pany was transferred to an old line 
legal reserve basis was subject to the 


| tax. The company has paid taxes on all 


business written since 1932 but resisted 
efforts to levy a tax on business written 
prior to that time. 

In his decision Judge Jordan declared: 
“Since all old certificate holders are al- 
lowed the benefits held by them at the 


| time of the merger, this clearly contem- 


plates the exemption from taxes ac- 


' corded all fraternal benefit associations.” 


Secretary George Wall of Yeomen 


5 Mutual Life stated: “Yeomen Mutual 
| became a standard legal reserve com- 


pany in 1932. We have paid the pre- 


- mium tax on all business written since 


then and have been glad and willing to 
do it. We felt that the insurance de- 
partment was wholly without grounds 


' in seeking to go back to old fraternal 


usiness written prior to 1932 and levy 


a similar tax on that.” 
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Canada Life Veteran Retires 


Frank W. White has retired as assist- 
ant secretary of the Canada Life. He 
as been on the home office staff 37 
years and was the first Toronto man 
employed when the home office was 
moved from Hamilton in 1899. He has 
published the monthly agency magazine, 
has prepared educational material, super- 
vised the group department and looked 
after Conservation work. He assisted in 
1931 in organizing the Life Conservation 
vuociation and was president for two 
Years, 


Order a new Little Gem life chart, $2, 


from the National Underwriter. 


Insurance Commissioner of the State of California 


“y Pacific Mutual Life Insurance Company 
takes pleasure in reproducing the following letter from the 





SAMUEL L. CARPENTER, JR. 
INSURANCE COMMISSIONER 


STATE OF CALIFORNIA 
DEPARTMENT OF INVESTMENT 


Division of Insurance 
417 MONTGOMERY STREET 
SAN FRANCISCO 


TO WHOM IT MAY CONCERN: 


In reply to inquiries addressed to this office re- 
lating to the reorganization of The Pacific Mutual Life 
Insurance Company of California: 


The changes resulting in the new Pacific Mutual 
Life Insurance Company have been consummated under my 
direct supervision and the new company has my complete 
endorsement and recommendation. 


It is fully solvent in every department, having all 
reserves called for by law and ample surplus. 


The quality of its assets is excellent and its 
management of highest ability and integrity. 


When the plan of its mutualization has been com— 
pleted future profits will go entirely to policyholders. 


The only policyholders of the old company to be 
affected in any way are those holding a form of Accident 
and Health policy known by the trade name of "Non-— 
Cancellable." Claims now being paid under these poli- 
cies will not be affected by the change. The Court has 
ruled that in event of claims arising under these poli- 
cies in the future, benefits will be paid on a reduced 
basis, according to a published scale. This scale 
promises benefits adjusted to give full value commen— 
surate with the proper premium rate for this type of 
coverage. 


No other restrictions of any kind are required. 
All other claims, death benefits and annuities will be 
paid in full. I consider it advisable, however, to re- 
quire a temporary moratorium on policy loans and cash 
surrenders during the period of reorganization. 


July 24, 1936 








PACIFIC MUTUAL LIFE INSURANCE COMPANY 


A. N. Kemp, President 
ASSETS—$214,917 202.10 


Heap Orrice: Los Angeles 
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the Company. ‘ [ 
enjoying the greatest volume of business in our history, with the amount 
of Life Insurance in force now surging through the one-half billion 





C. A. Craig, 
Chairman of the Board 


The 


OF FIVE MEN 














LENGTHENED SHADOW 


@ From its humble beginning thirty-five years ago to its present dimension, 
this institution is but the lengthened shadow of the five men who founded 
it and continue to manage its destinies in 1936. 


® Their ideals today are no different than those with which they set out 
at the turn of the century to build an institution dedicated to the service 
of the American home. 


@ There is perhaps pride enough to be found in its 2,349,000 policyholders; 
in its great field organization reaching from the Atlantic to the Pacific, 
numbering 3,000 men; in its great record of over $110, 365,876.66 in dis- 
bursements to beneficiaries, yet there is more pride in the fact that strict 
adherence to the same ideals throughout the past thirty-five years have 
made these things possible. 


@ So it is this year we celebrate their thirty-five years of continuous asso- 
ciation and management, to be climaxed with a great Home Office celebra- 
tion when hundreds of Shield Men will come into Nashville as guests of 


And significant it is, we believe, that this year we are 


W. R. Wills, President c. = 
Executive 





R. E. Fort, Vice President 


T. J. Tyne, Vice President 
and Medical Director 


and General Counsel 


GROWING GREATER EVERYDAY 





Clements, 
Vice President 
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Witlenal Grencdion Life Has 
Decided on Mutualization 


PLAN NOW TO BE FOLLOWED 


Valuation of $400,000 Was Placed on 
the 2,000 Shares of Capital 
Stock 





At the special meeting of stockholders 
of National Guardian Life of Madison, 
Wis., held Aug. 11, to consider the ques- 
tion of mutualizing the company, there 
was represented 89 percent of the 2,000 
shares of stock outstanding—777 in per- 
son and 1,005 by proxy. President G. A. 
Boissard reviewed the purposes of the 
meeting and a resolution was unani- 
mously adopted to effect mutualization, 
taking all necessary proceedings under 
the laws of Wisconsin, particularly Sec- 
tions 206.02 and 206.38, by amending 
the articles of incorporation. 

The stockholders agreed to deposit 
with a trustee appointed by the com- 
pany for that purpose, in escrow, their 
capital stock in exchange for a certif- 
icate of deposit which may be sold, as- 
signed, or transferred in the same man- 
ner as the stock in a life company. 


Stock to Be Deposited 


In Wisconsin, stock in a life company 
may be transferred only after approval 
of the commissioner of insurance who 
is essentially a registrar of the stock, 
although he does not sign the certif- 
icates, but maintains a record of stock- 
holders and of all changes. The com- 
pany agrees to deposit with the trustee 
for payment to stockholders depositing 
their stock with the trustee. 

A valuation of $400,000 on the 2000 
shares was agreed to as representing 4 
percent earnings on the money contrib- 
uted by stockholders, less the amount of 
dividends paid in 26 years of its exist- 
ence. 

Time of Making Payments 


It was agreed that the payments shall 
be made as follows: 

$100,000 between this date and Dec. 
31, 1936, or $50 a share. $100,000 on 
Jan. 2, 1937 or within 30 days there- 
after. The balance of the agreed value 
shall be paid commencing January, 
1938, $10 a share, improving this bal- 
ance by the net rate of interest earned 
on all assets as shown in the gain and 
loss exhibit, and provided such payment 
does not reduce the surplus below what 
it was the previous year. These pay- 
ments shall continue until final payment 
in 1950. There is a provision that pay- 
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THE WEEK IN INSURANCE 





Holgar Johnson is put forward by the 
Pittsburgh Life Underwriters Associa- 
tion for reelection this year as trustee 
of the National Association of Life Un- 
derwriters with the idea of being elected 
vice-president of the association next 
year. Pagel 

* * x 


Most recent developments in the 
Pacific Mutual Life reorganization and 
the establishment of a new company 
reviewed. Pagel 

* * * 

A symposium on life company aspects 
of unemployment compensation will be 
a feature of the American Life Conven- 
tion Legal Section program, released in 
tentative form. Pagel 

* ok 


Program for annual meeting of Indus- 
trial Insurers Conference is announced. 
Page 4 

*x* *k * 


Exchange of correspondence between 
Superintendent O’Malley of Missouri and 
Superintendent Pink of New York on 
the question of convention examinations 
of insurance companies is released. 

Page 3 
* * * 


Major bear market in high grade 
bonds within five years is overwhelm- 
ingly the opinion of life companies in 
survey, though no break is expected in 
next few months. Page 13 
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qualified f 
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year, earn 
H.R. Bu 
J, R. Roet 
dent, and 
Wis. sec 
Schindler, 
Wis, has 
consecutiv 
Old Line 
age for th 
week. 
BEN S. GRAHAM has yout 
437 al 
Ben S. Graham, vice-president of the MB £. H. Mi 
United States Life, has resigned and MM kinson, V 
will make a further announcement of MM averaging 
his plans shortly. He was formerly i berg Age 
vice-president and director of the J years, av 
Brooklyn National Life before it merged J Thomson, 
with the United States Life, when he § eraging 1. 
assumed the position of vice-president C 
: is onnec' 
in charge of production. Mr. Graham & . July 
has been New York State vice-presi- fe » 4 
dent of the American Life Convention ce Th 
since 1932. july we 
$5,866,302 
ments may be accelerated by one-half Atlanti 
of surplus gains over a $10,000 increase JF crease in 
beyond the previous year’s statement. insurance 
Directors and officers were authorized Busine: 
and directed to take all steps necessary $1.000,00¢ 
to carry the plan into operation and the  & 
stockholders meeting was adjourned to 
3 : show an 
Sept. 8. Further adjournments will be ; 

: For the 
taken that each step may be ratified & .. wed 
before another advance is made. napa 

Mutualization will not become effec- Northy 
tive until between the final instant of J business 
1936 and the first moment of 1937. aly 

en ees ee gain 
Doyle Succeeds Webster ve 

PHILADELPHIA, Aug. 13—Ed- 9B 1565 pe 
ward J. Doyle, for several years in the BH new pai 
actuarial department of the Pennsylvania B 454 this 
insurance department's liquidation divi- 842 last 3 
sion, has been transferred to the exam BP or 7.56 p 
ination bureau in charge of the actuarial her 42,9 
division, succeeding L. N. Webster. ) gain of | 

' Colum 
duction 
» June an 
These g 
' contest. 

A number of men from the Life Insur- — Jeffers 
ance Sales Research Bureau of Hartford F annual 1 
now occupying prominent positions it — the first 
agency work of —— Page F of the « 

Five-day week viewed as satisfactory B the best 
by companies employing it American B newal r: 
Life Convention at eaceat Page? ' business 

Conservation is stressed by Hartford F ilar per 
companies. ‘woke Pages Yeom 


Announcement is made of those wh? 
successfully completed the C. L. U. ¢% 
aminations in June. Pages 

* * * 

Continental Assurance has rounded ou 
25 years and is celebrating its_silvé? 
anniversary. Page ll 

* * * 

Valuation of assets of Detroit Life 

established by federal court — 


age 18 best th: 
* * OX product 

Stockholders of National Guardian 
Life of Madison, Wis., vote to mutualiz R.L. 
the company. Pageé Mutual 


Cowell of Red Bud, IIl., president of the Py are 106 
Marathon Club of the Northwestern Mu income 
tual Life, told. Pagel? of agey 


* *K * © Written 
Remarkable achievement of Emmett f the 12 
* *K * : 








Life agent’s conduct outside business Pere: 
is vital in ereating confidence among Syracu 
clientele, Columbian National gone percen 
agent declares at producers’ convention. beg 
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~ SALES RECORDS SET 








—— 
Great American, Tex.—July was 
Brand month in honor of R. H. Brand, 
executive vice-president. _ Despite the 
absence of several production leaders on 
vacation, an increase in volume was se- 
eyed. Assets as of June 30, showed an 
increase Of $416,128 or 35 percent over 
, year ago, and a total of $21,500,000. 
Business in force for the year increased 
9g percent. 

Old Line Life, Wis—23 agents have 
qualified for the Star Leaders’ Club for 
the year closing July 31. The three 
highest in premium: income in the club 
vear, earning the rank of officers, are 
. R. Buckman, Milwaukee, president; 
_R. Roetz, Milwaukee, first vice-presi- 
dent, and John L. Fox, Fond du Lac, 
Wis, second vice-president. H. L. 
Schindler, general agent at Monroe, 
Wis, has completed his fourth year of 
consecutive weekly production in the 
Old Line App-A-Week Club. His aver- 
age for the year was 2.18 applications a 
week. O. H. Nelson, Albert Lea, Minn., 
has completed his third year, averaging 
431 applications during the last year; 
EH. Miles, general agent at Ft. At- 



















of the 






d and MM kinson, Wis., has completed two years, 
ent of MR averaging 1.76 apps.; H. A. Quist, Hart- 
rmerly MB berg Agency at Marinette, Wis., two 
f the MP vears, averaging 3.88 apps. and R. L. 
ierged He Thomson, Miles agency, two years, av- 
en he @ eraging 1.65 apps. 
— Connecticut Mutual.— Paid-for sales 
raan ior July show a 14.4 percent increase 
Pres B® over the corresponding month last 
tion He ear, The paid life insurance sales for 
july were $6,712,390 compared with 
—= § 55,866,302 last year. 
e-half Atlantic Life—July showed an in- 
rease J crease in paid business and a gain in 
ent, insurance in force. 
_ Business Men’s Assurance gained 
i the $1,000,000 of business in. force during 
od to July, the 13th consecutive month to 
Il be ME Stow an increase in paid for volume. 
tified For the year to date the company is 
| 87 percent ahead. 
-ffec- J Northwestern Mutual Life —P a i d 
it of | business in July totaled $23,200,323, com- 
pared with $20,464,373 a year ago, a 
gain of $2,735,950 or 13.37 percent. The 
number of policies was 6,361, compared 
: with 5,500 last year, a gain of 861 or 
Ed: BF 153.65 percent. For the seven months 
the FF new paid-for business totals $160,334,- 
amla 454 this year, as compared to $149,061,- 
livt- 842 last year. The increase is $11,272,612, 
am — or 7.56 percent. This year policies num- 
arial BE her 42,918, against 40,646 last year, a 
| gain of 2,272, or 5.59 percent. 
= Columbus Mutual Life—Showed pro- 
| duction gain in July of 29 percent over 
June and 17 percent over July, 1935. 
These gains were largely due to a prize 
aa contest. 
= Jefferson Standard Life—At its semi- 
‘ord annual meeting it reported paid business 
a F the first seven months 5 percent ahead 
of the similar period last year. It had 
ory the best July since July, 1929. The re- 
can newal rate for the first and second year 
< business is 3 percent ahead of the sim- 
ord ilar period last year. 
e4 


Yeomen Mutual—An increase of 24 
‘ho percent in new paid-for business in the 
itst seven months is announced. Sales 
pre a are 27 percent above July of 
Jd, 


F 








- KF. Ehlen, manager Guarantee Mu- 


- hy Life, Chicago—July was Mr. 
“ 108 nat anniversary month as he 

The 5 arge of the agency a year ago. 
18 Mend haw 4 business, therefore, was the 


‘ at the agency had ever had. 
Production was $335,000. 


a mores Sherwood, Portland, Ore., Phoenix 

‘one 4ife—Reports more business 
pri “, the first seven months than for 
ou Ranta ese of 1935. Paid premiums 
Pc percent of entire 1935 premium 
oF pd gata banner month in history 


Perey H, 


The 

















Syracuse, N Hearle, Phoenix Mutual, 
percent +. Tine agency made 152 
of its July paid premium quota, 









bez 2 Pe. 
At July, 1935, by 164 percent in paid 





premiums and 
amount, and set 


118 percent in paid 
a new all-time high 
for the office. Production records for 
the first seven months compared with 
the same period in 1935 are: Increase in 
number of applications, 30 per cent; of 
written business, 38 percent; of business 
issued, 34 percent; of business paid, 31 
percent; of regular paid premiums, 23 
percent; of paid premiums, 21 percent. 


J. H. Cowles, Los Angeles, Provident 
Mutual Life—Written new insurance in 





R. L. Ingraham, Los Angeles, Connecti- 
cut Mutual Life—Production to Aug. 1 
shows a gain of 10 percent, exclusive of 
annuities and investment contracts. July 
paid-for new insurance was three times 
that in July, 1935. 

Kellogg Van Winkle, Los Angeles, 
Equitable Life of New York—July was 
best month so far this year in paid-for 
new business. 

E, M. Schwemm, Great-West Life, Chi- 
cago—Paid business for July 
250 percent. Written 
three times as much. 


business 


increased | 
almost | 
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July gained 75 percent and paid-for 80 | $1,348,000, the largest July in several 
percent. : ; years.. Paid business for the six months 


ending July 31 is over 10 percent ahead. 


Less Emphasis on Annuities 

KANSAS CITY, Aug. 13.— The 
A. M. Embry agency of the Equitable 
Life of New York is selling approxi- 
mately three times as much life insur- 
ance this year as annuities. The pro- 
portion a year ago was almost equal. 

There has been a decreasing empha- 


| sis on annuities and agents are more 


A. M. Embry, Kansas City, Equitable | 


of New York—Paid business in July was 


careful, where there is an insurance 
need, to see that it is taken care of. 
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largest of business machines. 


If that’s the way you feel 
about it, United Mutual Life has a made-to-order 
opportunity for you. This company wants more men 
capable of going places on their own, to establish 
additional General Agencies—entirely independent 
of its agencies in the larger cities—in the smaller 
cities and towns of the country. These men work 
directly under the Home Office and operate under 
United Mutual’s well-known General Agent’s con- 
tract that is universally recognized as one of the best 
and most liberal ever offered by any life insurance 


company. 


If you think you’d fit in this picture—if_ 
you'd like to be the big frog in your own puddle— 
with a profitable, growing insurance business all your 
own, get the details today. There is no obligation to 


fill in and mail the coupon. 


UNITED MUTUAL LIFE 
INSURANCE COMPANY 


INDIANAPOLIS - =: -: 


AEA 


>. men just naturally prefer working for them- 
selves. They’d rather be boss of their own business, 
no matter how modest, than one of the cogs in the 


j 


UTTLE 


ZIP OFF THIS COUPON-MAIL TODAY 


gQRSPRRATORRIRGRAREREREURCRCRRCREREURERUCRCTERTE (ce 
* 


So 


UNITED MUTUAL LIFE INSURANCE COMPANY 


Gentlemen: I am very much interested in learning all about your 
general agent’s contract and what it offers. Please send me this in- 
formation with the understanding there is no obligation on my part. 


= Indianapolis, Indiana 
- INDIANA = 
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UMBER ONE affection in every father’s 

heart: Azs family. Number two: his 

home. And number one desire: to keep 
family and home together. 


Most life insurance is sold on the basis 
of this universal desire. This motivating 
sales idea is quickly and forcefully driven 
home in the above Union Central adver- 
tisement which will appear in the August 
17th Time Magazine. 


Every month Union Central represen- 
tatives have a fresh batch of prospects 
created for them by an advertisement of 


Result: Multiple Protection, 


the plan described in the ads, keeps setting 
new sales records .. . and the average 
earnings of Union Central men keep 


The 


UNION CENTRAL 


Lite Insurance Company 
CINCINNATI, OHIO 
















Summer Contests Needed 
to Avert Production Sag 


EFFECT ON FALL’ BUSINESS 


| Assumption That Less Work Will Be 
| Done Is Reflected in Volume, 
Experience Shows 











While the warm months may not be 
| the best time to solicit business, the ab- 
sence of contests and sales meetings has 
a definite dampening effect upon pro- 
duction. A leading life agency, which 
last year made no active efforts in this 
direction during the summer months, 
has this year been going full blast with 
sales meetings and other stimulants to 
production in spite of the extreme heat 
and in July was nearly 30 percent ahead 
of last July. 

While an agent’s production is more 
important to him financially than is his 
standing in any sales contest, neverthe- 
less the men seem to feel that if less is 
expected of them, they need do less in 
the warmer months. In the agencies in 
question there is no attempt to credit 
these summer activities for the entire 
gain, since there has been a general in- 
crease by agencies and companies gen- 
erally. Nevertheless it is conclusively 
shown that these summer activities are 
of definite help in keeping the men go- 
ing. 

Important Phase Overlooked 


A very important angle of summer 
work that is often overlooked is its ef- 
fect on business during the months 
which follow. There is a definite ratio 
between the number of cases closed and 
the number of good prospects which a 
man thinks he can close. One company 
has estimated this at six to one. In 
other words, an agent in order to be 
able to close $20,000 of business during 
the next month must have six times 
this amount or $120,000 of business 
lined up that he is practically certain he 
can close, 

From this it follows that whatever 
the number of prospects he has been 
currently closing, he will have about 
five times that number of prospects 
whom he did not or could not close. 
Not all of this number will have been 
eliminated as entirely hopeless and con- 
sequently the larger the number of sales 
he has actually closed, the greater will 
be his list of “hot” prospects whom 
there is a good chance he can close 
within the near future. 

Thus if a man can keep on during the 
summer maintaining average produc- 
tion, he is in a position to do better 
than average business when fall arrives 
as he will be in a better position with 
regard to number of prospects than he 
has been in previous years when the 
customary slackened production of sum- 
mer cut into his prospect list. 





Hits Missouri Referendum 


Circuit Judge Alford of the Cole 
county circuit court of Jefferson City, 
Mo., has issued a permanent injunc- 
tion restraining the secretary of state 
from submitting the initiative proposal 
for a new insurance code at the No- 
vember election. The order came as a 
result of action by the attorney general 
who stated that he had proof of a num- 
ber of irregularities from three con- 
gressional districts to throw out enough 
names to prevent the proposal from ap- 
pearing on the ballot. 

McKittrick removed 11,892 of 18,178 
names appearing on petitions from the 
12th, 13th and 10th districts by offer- 
ing evidence they had been placed there 
illegally. Removal of only 2,024 names 
in those districts were necessary to 
throw them out. 

McKittrick made investigations in 
four districts, but used evidence he had 
found from only three of them in his 
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Read_ “Selling Disability Insurance.” 
$1.50. Order from National Underwriter. 














fight for the injunction. 
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GLENN F. CLAYPOOL, Chicago and the 
Pak. kin 
Glenn F. Claypool, executive vice. ane 
president Continental Assurance of Chi- yoursel! 
cago, is preparing for an active celebra- respect 
tion of that company’s 25th anniversary. dence. 
It is a running mate of the Continental 
Casualty. Mr. Claypool is the head oi 
the life company’s active administration, “I b 
President Herman A, Behrens being the success 
chief in both companies. M. P. Cor must § 
nelius is the head of the Continental lavish] 
Casualty’s operations. Mr. Claypocl has shave 1 
been largely responsible for the growth pressec 
of the Continental Assurance. He isa hands. 
native of Ohio, having been born at it is vé 
Kalida, Feb. 27, 1887. He started in life good 1 
insurance work as a rate book man, be- nity ir 
came a2 general agent, connected with with ce 
the Continental Assurance, became head his like 
of its production department and is now “We 
the main spring in the organization. He ance 1 
is a profound student of the business. confide 
ticular 
. ry upon 
Committee of Illinois Bar ry 
5 that 1s 
Drafting Insurance Code FF in pia 
= Meeti 
The insurance section of the Illinois other 
Bar Association is holding meetings no ma 
every week to prepare an insurance code ties b 
bill for submission to the Illinois legisla- tions | 
ture in January. H. S. Moser of the 
law firm that has been representing the 
Sears, Roebuck insurance companies, 1s Mr. 
chairman. Other members are duty 
Mitchell, general counsel Continental ne ha 
Casualty; Hendrick Folonie of McKin- variot 
ney, Folonie & Grear, the firm that rep- the ¢ 
resents the Western Underwriters As- M. 
sociation; David J. Kadyk of Lord, sion 
Lloyd & Bissell, the firm that represents spend 
London Lloyds; Whitney, Campbell of is all 
Taylor, Miller, Busch & Boyden; E. there 
M. Leesman, Chicago Title & Trust Co. tance 
and Frank Young, attorney for the Illi oe 
nois insurance department. these 
Mr. Moser stated that the committee nite | 
expects to complete its work by the end a bit 
of the year. Attention has already beet tions. 
given to the recently enacted brokers my fi 
qualification law and the life insurance ing 1 
investment law. Consideration of con- know 
troversial sections is beng deferred. ried 
Mr. Moser stated that the insurance acqui 
section believes it is the duty of law- 
yers to aid the citizens in having en- “J 
acted fair and equitable insurance laws that 
that will prevent as far as possible fu- Fe .'*'. 
ture failures of companies and to give — pores 
to the insurance business a workable and FE _— 
understandable insurance code. oni 
The lawyers were not able to give the J thi 2 
matter the necessary attention when the > re, 
code was before the legislature this yeat- JF th yA 
After the second defeat of the code, F si 
however, the lawyers decided to get busy FF  °4"° 
and redraft those sections wherein con- Ff ~~ 
stitutional questions are involved. Mr. bis 
Moser said Insurance Director Palmer pei 
of Illinois is cooperating in the work. Hv 
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social Life Called Vital 


in Creation of Confidence 


COLUMBIAN NATIONAL RALLY 





General Agent Vogel Declares Trust of 
Public Hangs on All Aspects 
of Conduct 


ATLANTIC CITY, Aug. 13.—Creat- 
ing confidence involves the entire life of 
4 life insurance man and his conduct 
after business hours, his social activities 
are equally as important as_his efforts 
during the busines day, William S. Vo- 
gel, general agent in New Jersey, Co- 
jumbian National Life, told members of 
the Star Producers Club at the opening 
session of a three-day convention. 

“I think the agent who is ever ready 
with this question of ‘how about some 
life insurance’ cheapens himself and 
cheapens the business,” said Mr. Vogel. 
“If your friends realize that you do not 
discuss life insurance unless you specifi- 
cally call on them for that purpose, it 
will have a great psychological effect 
and they perforce realize that you are 
making a business call and give you the 
necessary consideration. Conducting 
yourself as a business man creates that 
respect which necessarily create confi- 
dence. 


Must Appear Successful 


“IT believe it is important to appear 
successful. This does not mean that you 
must spend money freely or entertain 
lavishly. To put it bluntly, it means a 
shave in the morning, a clean shirt, well 
pressed suit, shined shoes and clean 
hands. I am also of the opinion that 
it is very important that one lives in a 
good residential section of his commu- 
nity in order to enable one to affiliate 
with certain activities in accordance with 
his likes. 

“We are living the life of a life insur- 
ance man and the problem of creating 
confidence is not based on any one par- 
ticular thing we do, but is truly based 
upon the life you live. There is one 
thing that is of great importance and 
that is meet your obligations promptly— 
in plain words pay your bills promply. 
Meeting your obligations covers various 
other items because as long as we live, 
no matter how we live, our daily activi- 
ties bring to us certain moral obliga- 
tions which you and I should not shirk.” 


Wife Should Be Active 


Mr. Vogel said he believed it is the 

duty of every insurance man’s wife, if 
ne has one, to take an active part in the 
various social and charitable activities in 
the community. 
“Many people have the false impres- 
sion that charity necessarily means 
spending a lot of money,” he said. “That 
is all very true if you can afford it but 
there are charitable activities of impor- 
tance that cannot be substitued with 
money. I have met many people through 
these activities and while I have no defi- 
nite routine about these contacts | am 
a bit more careful about their solicita- 
tions. I do not rush them and none of 
my friends ever hesitates about introduc- 
ing me to good prospects because they 
know I am not going to make any hur- 
red attempts to capitalize on this new 
acquaintance, 


Loyalty and Faith Essential 


“Loyalty and faith in the institution 

that you represent, a willingness to be of 
Service, a spirit of well being and con- 
tentedness must forever permeate your 
actions,” said Mr, Vogel. “We are not 
vhilanthropists—we are selling some- 
thing that is an important cog in the 
wheel of our social progress—something 
that is vital to every human being, re- 
gardless of what his belief may be in the 
matter,’ 
. Other speakers at the convention will 
melude A. A. McFall, vice-president and 
Superintendent of agencies, Norman M. 
lughes, vice-president, Dr. H. W 
Crawford, medical director and several 
other home office officials. 





Boston Manager for 24 
Years Is Taken by Death 











J. EVERETT HICKS 


J. Everett Hicks, 66, for 24 years 
manager of the Boston office Union 
Mutual Life of Maine, and former presi- 
dent of the Boston Life Underwriters 
Association, died at his home in New- 
ton, Mass. Mr. Hicks was one of the 
best known and most influential general 
managers in the city. He was gradu- 
ated from Bowdoin in 1895 after attend- 
ing Hebron academy. He had been a 
trustee of Hebron academy, and presi- 
dent of Bowdoin College Club of 
Boston. 








O’Malley Tells Results of 


Recent Missouri Primaries 


Commissioner O’Malley of Missouri 
has sent a letter to commissioners of 
other states calling attention to the pri- 
maries in his state held Aug. 4, and 
citing the fight that was put up against 
Lloyd C. Stark, one of the Democratic 
candidates, by the fraternals becausz 
he would not promise not to reappoint 
Commissioner O'Malley. Mr. Stark’s 
majority was 360,027. J. W. Barrett 
won in the Republican primaries, get- 
ting 210,119 votes and his opponents 
getting only 73,000 between them. Com- 
missioner O’Malley says: 


Charges Misrepresentation 


“An organized, heavily financed cam- 
paign was conducted by the fraternals. 
Circulars by the thousands were sent 
through the mails, viciously assailing 
and grossly misrepresenting my mo- 
tive. There were two Democratic can- 
didates for the gubernatorial nomination 
and three Republican. Of the three Re- 
publicans, only one was considered seri- 
ously, the other two being ‘set-ups,’ the 
principal being an avowed opponent of 
my attitude toward fraternal societies. 
The total Republican vote cast, added 
to the vote given one of the two Demo- 
cratic candidates, who was also an 
avowed fraternal supporter, does not 
equal the vote given Major Lloyd C. 
Stark, the Democratic candidate upon 
whom a demand had been made and 
rejected that he agree not to reappoint 
me if he were nominated and elected. 
Fraternal insurance parasites, if they 
are possessed of any grey matter what- 
ever, will realize that henceforth offi- 
cials and members of the legislature, in 
this state at least, will not submit to 
their arrogance and I am sure that the 
suffering members of the mismanaged 
societies will force economic and other 
management reforms, with which effor’ 
the insurance department of Missouri 
will aggressively cooperate.” 











ANNOUNCING 


A NEW RECORD— 





Country Life Insurance Company, a co-operative legal re- 
serve company makes record of 100 million in force in 7}/2 
years. Started writing business February 1, 1929. On July 
31, 1936, completed the 100 million by writing $4,500,000 in 
June and $5,763,000 in July. Assets exceed $5,000,000. Mor- 
tality 24 per cent of the expected. Country Life has made 
records in low expense of operation, in no losses on invest- 
ments and in low cost. 


COUNTRY LIFE 


INSURANCE COMPANY 


608 South Dearborn Street, Chicage 
L. A. Williams, General Manager 
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Three separate units dovetailed into 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0.3. ARNOLD, paxswore 


STRONG~ Minneapolis Minn. ~ LIBERAL 


a comprehensive sales training program 


@ THE DOORWAY TO LIFE UNDERWRITING. 


A brief course for the beginner salesman that gives the 
fundamental principles of life insurance and the essence of 
underwriting and sales knowledge which starts the new 
man toward success. 


@ THE NYNL GUIDE TO SUCCESSFUL LIFE 
UNDERWRITING. There is nothing in the entire life 
insurance field that in any way approaches this Guide as 
a practical, down-to-the-ground statement of how life 
insurance is and can be sold. Every idea or method it con- 
tains has been tried and proved successful. The basic 
procedure it develops is founded on the actual experience 
of successful NWNL salesmen—not on armchair theory 
or round-table discussion. 


@ THE NYNL SALES PORTFOLIO. In every 


respect a worthy companion-piece for the Guide, the Sales 
Portfolio is used by the salesman in the interview to give 
visual support to his verbal presentations. The Portfolio, 
prepared under the same expert direction and sympathetic 
first-hand knowledge of the salesman’s problems, follows 
carefully the procedure recommended in the Guide. Titled 
‘‘Common Sense in Considering Life Insurance’’ this manual of 
visual material takes each step in the interview in clear-cut, 
logical fashion adaptable to every situation. The Portfolio 
provides—for the first time in the life insurance field in a 
complete visual sales plan—a road on which the agent 
and prospect may travel clear through the interview. 











San Francisco School Head rae 
Favors Insurance Courses Boom Started Woun 





Dr. Edwin A. Lee, superintendent of 
schools of San Francisco, in an address 
at the Commercial Education Club at 
Columbia University, New York, advo- 
cated a course in insurance for every 
child before he finishes high school. 

“Widely developed and _ skillfully 
taught,’ he declared, “such a course 
would inevitably affect profoundly the 
whole life of those taught. That so few 
courses exist anywhere in the United 
States seems improvidence of the most 
reprehensible type. 

“Insurance is another name for se- 
curity. The greatest danger to morale 
which the country has faced was not 
the closing of the banks, although that 
phenomenon had us all guessing. The 
disaster which impended, but which 
never happened, was the failure of one 
or more great life insurance companies. 
That none of consequence failed was 
due largely to the soundness of the 
insurance structure, albeit even that 
structure swayed a little here and there. 


Still Remains Impregnable 


“Life insurance, fire insurance, casu- 
alty insurance remain. still the most 
nearly impregnable of our attempts to 
guarantee security against years and 
misfortune. For this alone, if for no 
other reason, insurance in the years 
ahead is bound to be a most important 
consideration in the lives of men. 

“What constitutes a wise program of 
life insurance? What are the problems 
of protection against fire, theft, auto- 
mobile accidents, illness, earthquake? 
Most men’s life insurance has been de- 
termined in terms of the ratio existing 
between the salesmanship of the agent 
and the sales resistance of the client. 
Few know the actual provisions of 
their policies or the meaning of such 
paragraphs as they have read. A host 
of decisions affecting vitally the life of 
a man, the welfare of his wife and chil- 
dren, the security of his family and 
business, are made haphazardly, igno- 
rantly and carelessly.” 


Cosmopolitan Officials Testify 


Officials of the Cosmopolitan Old 
Line Life of Lincoln, Neb., presented 
defense testimony in the suit there in 
which thrift policyholders are seeking 
to recover $216,000 of funds alleged to 
have been used improperly. 

Jack Matthews, president and chair- 
man, stated he had for years protested 
against payment of $3,000 annual sal- 
aries to directors who devoted little time 
to the business. Otto Gross, actuary, 
testified mortality savings were used to 
make payments to policyholders in 1933 
and 1934 and that these did not come 
out of the endowment fund, which 
plaintiffs claim was depleted by $178,000 
those years. He admitted, however, that 
mortality savings went into the endow- 
ment fund. 

The district court has taken the ac- 
tion under advisement after a four weeks’ 
trial. The company has maintained that 
distribution was made in accordance 
with policy terms, and that the law had 
been followed in all respects. Much 
testimony was introduced to show that 
the litigation was stirred up by former 
agents who made no secret of their de- 
sire to force the retirement of President 
Jack Matthews. 

Thrift policies that carried a small 
amount of insurance were sold at a rate 
of $1 per month for a 10 year period, 
buyers paying $120 for each unit. Of 
this amount $28 was set aside for ex- 
pense and the remainder, with accumu- 
lations going into an endowment trust 
fund. 





Ralph Engelsman’s book, “Making 
Sales Contacts,” describes in detail the 
methods he has so successfully used in 
making and following up sales con- 
tacts. Price, $2. Order from The Na- 
tional Underwriter. 















































HOLGAR J. JOHNSON 







Holgar J. Johnson, general agent in 
Pittsburgh oi the Penn Mutual, is put 
forward this week by the Pittsburgh 






























Life Underwriters Association for re. : 
election as trustee this fall of the Ne Rey cti: 
tional Association of Life Underwriters, MeO) etic 
The Pittsburgh association, in makiy iis alae 


this announcement, declares that it is About 
looking forward to the election of M. — ~ 


Johnson as vice-president of the Na a ah 
tional association in 1937 and as pres. & : dog 
dent in 1938. Mr. Johnson is a forceful, © pe “his 


popular man, who has been a leader in 











National association affairs for severd Be wr a 
years. Bb He suffe 
the next 

) agency 

Sales Research Bureau in-his h 
° aah The “! 

Men in Agency Positions F (onic 

» member: 

: od as F those w 
(CONTINUED FROM PAGE 1) BE chub ec 
passed and sales management now is & become 
regarded as a very ‘serious business J prize av 
which requires study and research. It § applicat 
is interesting to note the number ot & home o' 
people who were formerly with the JB must be 


Life Insurance Sales Research Bureau B 

who are now in agency work with com- 

panies. - Now 
List Is Given § 

' Contine 


The following is the list: H. G. Ken- & M 
agy, superintendent agencies, Mutual & S 
Benefit; J. Harry Wood, agency comp- 
troller John Hancock Mutual; G. Fay — 
Davies, assistant general manager and FB y < 
secretary Northern Life of Canada: B nentaj 
Miss Marion A. Bills, assistant secte- FB rounde. 
tary Aetna Life; Hendershot. Be in physi 
manager of agencies Berkshire Life: Bj, capi 
A. W. Crowell, agency secretary Mon FB  gs9 goo 
arch Life of Springfield, Mass.; Hugh B jig) ¢; 
L. Walker, manager of agencies Scrat- 000. w 
ton Life; Miss Barbara Grimm, I Ba... 
brarian Home Life of New York; G.6 Fr gig. oy 
Terriberry, agent Mutual Benefit, New Fi). 
York City; Pearce H. Young, manager “a pa 
St. Louis agency Union Central; Ray Fj | 
Habermann, associate manager of Min- me k. 
neapolis agency northwestern 2 Glo 
tional; S. B. Brooks, agent Guardian — side 
Life, San Francisco; Henry E. Niles, shines 


consultant in management, and Stanley — pee 
G. Dickinson, editor of the “Handbook ty 1 
of Life Insurance Selling.’ k A. 













panies 
——_—.- Mr. (¢ 
Brink Agency’s Convention Cruise F- pom 
The Earl B. Brink agency of the Mu Fo Conti, 
tual Benefit Health & Accident and F7 
United Benefit Life in Detroit held 2 F 1 
“convention cruise” last week. FE. W. The 
Owen, general agent Sun Life, gave his F ‘ an 
address, “The Thirteen Keys to Suc fF porn 
cess.” its Io 
About 50 persons qualified from the pod ' 
agency, leaving Detroit for a three-day meee 
cruise and a side trip to Niagara Falls (yo 
On the return trip from Niagara a bat- |~ oa : 
quet was held in Buffalo. : 
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> assets $22,180,672. 
_ $195,000,000 of insurance in force, hav- 


_ the depression years. 
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a 
Wounded General Keeps 
Up Morale of Troops 











E. E. KIRKPATRICK 





E. E. Kirkpatrick, superintendent of 


Sagencies of the Ohio National Life, is 
' conducting the August “Home Guard” 
production campaign from his bed at 
E his home. 


About two weeks after having under- 
gone an operation, Mr. Kirkpatrick fell 
and broke his leg in trying to break up 
a dog fight. He was in the hospital 
with his leg in a cast and suspended 


' from an overhead frame for about a 


week. He did not lose a day’s work. 
He suffered the injury one evening and 


' the next morning he was busy handling 
| agency work that was brought to him 


in his hospital room. 
The “Home Guard” is an organization 


_ of Ohio National agents who are not 


members of the Builders Club. Only 


| those who do not attend the Builders 
| Club convention at Yellowstone Park 
_ become home guards and qualify for 


prize awards. In order to receive credit, 


3 applications must be received at the 
| home office during August and policies 
must be paid for before Sept. 15. 








Now Rounding Out 25 Years 





Continental Assurance of Chicago This 
Month Is Celebrating Its Silver 
Jubilee Anniversary 





On Saturday of this week the Conti- 
nental Assurance of Chicago will have 
rounded out 25 years, it having started 


| in business Aug. 15, 1911, with a paid 


in capital of $100,000 and net surplus of 
$50,000. Its capital has been increased 
Irom time to time, it now being $1,000,- 
000, with net surplus of $2,291,382 and 
It has now about 


ing made an increase right along during 
Its total income 
last year was $5,293,026 and disburse- 
ments $3,946,705. 

Glenn F. Claypool, executive vice- 
President, is in immediate charge of the 
Continental Assurance, which is a run- 
ning mate of the Continental Casualty. 
1. A. Behrens is president of both com- 
Panes. He has two right hand men, 
Mr. Claypool in charge of the Conti- 
nental Assurance and M. P. Cornelius 


being executive vice-president of the |. 


Continental Casualty. 
Has Made Substantial Growth 


rhe Continental Assurance has made 
a substantial growth. It has paid close 
attention to conservation. For instance, 
its lapse ratio in 1931 was 20 percent 
and last year 11 percent. It earned 4.4 
Percent interest on its reserves and 3.78 
Percent on its net assets in 1935. It 
has $1.19 of assets for every dollar of 








liability. Its mortality ratio is running 
50 percent including group insurance. 
On its regular ordinary business its 
mortality is 38.5 percent. 

The Continental Assurance has aimed 
to develop hard hitting, efficient gen- 
eral agencies. It revamped its agency 
plant in a way by culling out the rub- 
bish, dead wood and getting its organi- 
zation on a much _ smaller effective 


foundation. The investment portfolio of | 
the company is diversified. Of its assets | 


48 percent are in bonds, 6 percent in 
preferred stocks, 19 percent in mort- 
gages. 
last year. Its mortgages yielded 4.4 
percent in cash. 
nental Assurance is one of the finest 
companies in the central west which is 
giving a very good account of itself. 


Hold Agent as Stickup Man 


Austin Lee Joyce, 31-year-old insur- 
ance agent, is being held at Richmond, 
Va., on a charge of holding up and rob- 
bing six well known citizens there. 
Flashing a toy pistol, his trick was to 
halt cars and then relieve the occupants 
of whatever valuables they had in their 
pockets. He was so polite and consid- 
erate of his victims that he has been 
dubbed the gentleman bandit. 

Joyce told the police that he had a 





VIRGINIA ». WEST VIRGINIA 


The Minnesota Mutual is now conducting an extensive reorganization 
and development program in some parts of Virginia and West Vir- 


ginia. 


Men, with a combination of an ability to produce and organize 
and of good character, looking for a new connection affording reas- 
onable financing, should make immediate inquiry. 





ST. PAUL 


Altogether the Conti- | 











wife and child in Greenville, S. C., his 
home city. Police learned that he had 
worked for the Prudential in that city 
and had lost his job when he got in 
trouble with the company. He later 
worked as an agent for the Peninsular 
Life in Norfolk, Va. Going to Rich- 
mond, he first worked for the People’s 
Life and later for the Universal Life. 
He was with the latter company when 
he landed in the clutches of the law. 


' Speech Expert Counsels 
The bonds yielded 4.1 percent | 


Mass. Mutual’s Agencies 





Hubert Greaves, professor of public 
speaking at Yale University, has been 
retained by the Massachusetts Mutual 
Life to visit its agencies and instruct 
its men in the art of making their 
sales presentations more effective. This 
week Professor Greaves addressed a 
joint meeting of the Bokum & Dingle 
and South Bend agencies in Chicago, 
later holding group conferences. 

His suggestions for improving selling 
technique through more effective atti- 
tude and control of speech have stimu- 
lated much interest among guests. Pro- 
fessor Greaves has had great success 
in spotting men’s flaws in technique 


and in arousing their interest in follow- 
ing his constructive suggestions. A fault 


WEST VIRGINIA 


HUNTINGTON 
CHARLESTON 
CLARKSBURG 
WHEELING 
BLUEFIELD 





AGENCY OPENINGS AT.... 


Fill out and mail the coupon below to 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 





which besets many agents, he has 
found, is fear in one form or another. 
Usually this is the fear of doing the 
wrong thing and arises because the 
agent has not had sufficient experience 
in putting across his sales talk in an 
easy, natural and successful manner. 
The tension that results from this fear 
has the same bad effect that it has in 
golf and the longer it remains uncor- 
rected the less likelihood there is that 
it will improve of itself. 

Professor Greaves emphasizes the im- 
portance of the first 30 seconds of an 
interview, pointing out that if a man 
fails to make a good impression right 
at the start, he may find himself on 
the way out almost before he has got 
in. 

Professor Greaves has been a popular 
speaker among life insurance men, hav- 
ing addressed a number of sales con- 
gresses. He will speak at the women’s 
division at the National Association of 
Life Underwriters convention in Boston. 


Oregon Mutual Agency Meeting 


The Oregon Mutual Life is holding 
its annual meeting of its agency clubs 
Aug. 31-Sept. 2 at Gearhart-by-the-Sea. 


Seventy agents have qualified. Dr. 
Charles Rockwell will be the guest 
speaker. Executive Vice-president W. 


C. Schuppel will be in charge. 
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’ MH entail a dollar’s additional expense | western states rightfully have in the es, 

O Malley and Pink against the company, I think justifies me large companies domiciled in the east. Agent in a Town of 1,200 | 
Tilt on Procedure in making independent examinations, | While we are unwilling to undermine 





(CONTINUED FROM PAGE 3) 


copy of statement issued following the 
convention adjournment at St. Paul re- 
garding convention examinations is re- 
ceived. 

“In reply, I wish to express my regret 
that instead of our being permitted to 
participate in the examination of New 
York companies doing a large volume 
of business in Missouri, we will have to 
make independent examinations in your 
state as well as others, the supervisors of 
which are not disposed to conform with 
the resolution. adopted at the St. Paul 
meeting. 


Made Position Plain 


“I hope my position will not be mis- 
understood, In fact, I feel quite cer- 
tain there will be no misunderstanding 
because I made it plain, or endeavored to 
do so at St. Paul, that the obligation 
rests upon me as superintendent of in- 
surance of the state of Missouri to fa- 
miliarize myself as far as possible with 
the condition of every company selling 
its policies to residents of this state; and 
a failure or refusal of any department 
to give us representation in their exam- 
ination of a company, which would not 





which I propose to do or participate 
with other states, the insurance com- 
missioners of which are in accord with 
my views in this matter. 

“T am sending a copy of this letter to 
the Honorable Jess Read, secretary of 
our association, and Commissioners 
Blackall, Withers and DeCelles, assum- 
ing that their attitude toward the reso- 
lution adopted before the convention is 
similar to yours expressed in your com- 
munication. 

“With every assurance of very high 
esteem, I am.” 


Pink Makes Reply 


Mr. Pink responded on July 8 as fol- 
lows: 

“Recognizing your right to take any 
step you may think best, I sincerely 
regret your decision to make independ- 
ent examinations of the companies domi- 
ciled here. 

“We accept the examinations of your 
department and do not examine your 
companies independently. _We_ shall 
transmit to you our New York exam- 
inations and we also offer our assistance 
in procuring any additional information 
you want. We want io comply with 
any reasonable request at any time. We 
fully recognize the interest which the 








NINETY 


year of service. 


owners themselves. 


from the Canada 





SERVICES 


August twenty-first this year will mark the 
entry of the Canada Life into its ninetieth 


During these nine decades the Canada 
Life has been privileged to act as the medium 
through which hundreds of millions of dollars 
have been distributed in benefits to policy 
owners and beneficiaries. 


Such payments have brought a measure 
of comfort and security into hundreds of 
thousands of homes,—have been the means 
to a happy retirement for thousands of policy 


In the past ten years alone, beneficiaries, 
policy owners and annuitants have received 
Life under life insurance 

and annuity contracts 

more than 

000. 


(ana da. 
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$224,000,- 
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the system of examinations required by 
the law of New York state, we do offer 
substantial compliance with the conven- 
tion resolution. We afford all other 
states not only the full cooperation of 
our department but the opportunity of 
going over our working papers for the 
purpose of checking up the work done. 
We shall also furnish to the committee 
on examination, or to the convention’s 
representatives, a complete statement of 
the facts ascertained in the examination, 
and the conclusions drawn from those 
facts by the examiner in charge. The 
committee on examination, or such 
states as it may designate to represent 
it, will have the privilege not only of 
reviewing the work of our examiners but 
they may make such independent inves- 
tigations of their own as they may think 
necessary and justified. 


Business Is National 


“It seems to me that under the plan 
which I outlined in the statement given 
out at the St. Paul convention the west- 
ern states have the substance of their 
desire, that is, the opportunity to make 
sure chat the examinations of companies 
doing a large interstate business are 
properly made and represent the true fi- 
nancial condition of the companies. I 
assure you that we are looking at this 
matter irom no narrow or _ sectional 
point of view. We are all engaged in a 
national business and must approach it 
from that standpoint. Our policy is, we 
believe, quite as much in the interest of 
policyholders and companies in other 
states as in our Own. 

“Independent examinations of our 
companies conducted by your state and 
others would place an unfair burden 
upon the companies. Were we to re- 
taliate and make an independent exam- 
ination of the companies domiciled in 
those states making such examinations 
here—and I assure you that we shall not 
—there would be so much confusion and 
disorganization in the field as to imperil 
the continuance of state supervision.” 


Tax Situation Cited 


On July 10, Mr. O'Malley responded 
as follows: 

“Your letter of July 8 regarding my 
attitude toward convention examinations 
is received, and in reply, I need not say 
that my attitude is not different from 
that of the great majority of the mem- 
bers of the association and it is my sin- 
cere wish that you will very shortly ‘bow 
to the inevitable’ and announce your de- 
cision to comply with the resolution 
adopted at the St. Paul meeting. 

“You will recall that the demand for 
convention examinations was given 
added impetus by the disclosures made 
by independent examinations of several 
companies which were found to be de- 
linquent in premium taxes totalling more 
than $500,000, and I never heard one 
word of criticism directed at any state 
supervisor or supervisors in whose states 
the delinquent companies were domi- 
ciled. 

Convention Examinations 

“You state, ‘We accept the examina- 
tions of your department and do not ex- 
amine your companies independently.’ 
May I correct you. Examinations of all 
Missouri companies having a substantial 
business in other states than Missouri 
are subjected to convention examina- 
tions, conducted of course under the su- 
pervision of this department, and this 
department participates in convention 
examinations of the companies domi- 
ciled in other states, and this is the rule 
in every state, with a few exceptions, in 
the United States. Indeed, we have par- 
ticipated in Canadian examinations. 

“Now, Mr. Superintendent, as to the 
legal barriers which you seem to think 
prevent your inviting other states to par- 
ticipate in the examination of New York 
companies, your sincerity is not ques- 
tioned, but your position is illogical. I 
zssert this as a layman, but not without 
having discussed this*question with legai 
counsel, Should you adhere to the posi- 
tion you have thus far maintained, it is 
not my intention, of course, to make an 
independent examination of New York 











Writes 175 Lives in Yea, 


Emmett Cowell, Red Bud, Il, a toy, 
of 1,200 people, is head of the Marathoy 
Club of the 
Northwestern 
Mutual Life, 
which means 
that he wrote 
t h e largest 
number of, 
lives of any 
agent during 








the club 
year, writing 
175 lives 


altogether. 
The remark- 
able feat is 


unusual  be- 
cause Mr. 
Cowell lives 





ina small 
town and 
virtually all 
his_ soliciting is done among farmers 
and in villages in Randolph county, Ill. 
nois. He operates a clothing store anj 
seldom leaves his place of business to 
solicit life insurance until after 3 p.m. 
About 95 percent of his business js in 
$1,000 applications. He has been a 
member of the Marathon Club for 19 
consecutive years and in five years of 
his membership he has been president 
and winner of the honor. During 
his 10 years with the Northwestern Mu. 
tual he has averaged 181% lives a year, 
He has paid for $3,080,000 on 1,815 lives 
since 1926, when he took up the rate 
book. He is very retiring and reticent 
about his work and achievements. He 
dislikes publicity regarding any success 
that he has attained. He was not pres- 
ent at the recent agency convention of 
the Northwestern Mutual Life because 
he had to stay home and look after his 
business. 


EMMETT COWELL 


Equitable, N. Y., Analysis 


An analysis of the Equitable Life of 
New York of business issued the first 
six months of 1936 indicates that ordi- 
nary life is still the favorite, represent- 
ing 33.3 percent of the total. Next 
comes limited payment life, 10, 15, 20, 
25 and 30 years, representing 5.6 per- 
cent. All whole life forms, including 
ordinary, limited payment, convertible, 
family income and special income, were 
71.7 percent of the total. A compara- 
tively new contract, the optional retire- 
ment policy, showed 7.6 percent, with 
economic adjustment, endowment and 
term policies making up the balance. 
It is estimated the United States has 
70 percent of all life insurance outstand- 
ing in the world, although it has only 7 
percent of total population. 





New York Life Death Claims 


Over $35,000,000 in death claims on 
the lives of more than 8,600 policyhold- 
ers was paid or credited by the New 
York Life during the first six months. 
Included in this total are additional acc'- 
dental benefits of over $988,000. The 
average payment was $4,050 per claim. 
During the six months there were 198 
claims amounting to $532,384 on the lives 
of persons who had been insured {or 
less than one year. 








companies, but it is my intention to join 
with other states in making New York 
examinations and I think it will be dem- 
onstrated that the work has been done 
economically and with thorough ¢M- 
ciency, and that the same examinations 
could have been made by your depa:t- 
ment under the convention plan with 1° 
less efficiency and not a penny additional 
cost, and certainly with more genera 
satisfaction. 

“T believe there is no member of the 
National Association of Insurance Com- 
missioners who is held in higher estee™ 
by its fellow members than you, and this 
will remain true, I am sure, irregardless 
of your decision in this matter. 
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Bond Prices Won’t Last 
5 Years, Experts Believe 





NEW YORK, Aug. 13.—Life com- 
pany investment officials are unanimous 
that there will be no break in the pres- 
ent major bull market for long term 
ponds within the next few months, but 
all except 9 percent of them look for a 
reversal of the present long-term trend 
and a change to a major bear market 
within the next five years. This expres- 
sion of opinion was obtained in a broad 
survey by Homer & Co., New York 
City, specialists in high grade railroad 
bonds. A ballot was mailed to bond 
oficers of 567 prominent financial insti- 
tutions throughout the country of aver- 
age resources @f more than $114,000,000 
each. There were six questions and the 
answers were anonymous. Replies were 
received from 261 institutions, including 
savings banks, commercial banks, life 
companies, fire and casualty companies, 
trust departments, and philanthropic in- 
stitutions. Results were classified ac- 
cording to type of institution and also 
as to whether institutions were located 
in New York City or out of town. 


Life People More Bullish 


In their belief that the present bull 
market for long term bonds will reverse 
itself within the next five years, the life 
people were closely in accord with the 
other types of financial institutions con- 
tributing to the survey. However, they 
were considerably more bullish than the 
other institutions in that they placed 
the change in the period two to five 
years from now rather than within the 
next two years. The vote was: Within 
two years 39.4 percent, while 51.5 per- 
cent of the life insurance investment 
officials who answered this question be- 
lieved the change would come _ not 
sooner than two years and not later 
than five years. The life companies are 
exceeded in their bullishness only by the 
fire and casualty companies, 58.3 per- 
cent of which placed the change at two 
to five years, while only 25 percent fore- 
cast the arrival of the inevitable bear 
market at closer than two years. 

The answers of all the institutions 
were almost evenly divided between 
sooner than two years and two years to 
ee the percentages being 44.6 for 
each, 

New York City institutions were a 
good deal more builish than those out 
of town. The former voted 53 percent 
tor two to five years and 39 percent 
within two years, while the out-of-town- 
ers voted 44 percent two to five years 
and 49 percent within two years, 


Favor Holding Junior Bonds 


Auswering a seven-point question on 
what the average institution’s policy 
should be regarding investment of new 
lunds and reinvestment, the institutions 
Were overwhelmingly in favor of retain- 
ing present junior bondholdings against 
the likelihood of better prices later, this 
choice receiving a 55 percent vote. The 
next largest vote was 51 percent which 
Was in favor of shortening of maturities. 
The fact that these percentages add up 
to more than 100 percent is due to voters 
being permitted to check more than one 
of the seven choices as, well as being 
permitted to submit a “write-in” vote 
lor any other choice that might appeal 
to them. 

_ The next largest vote, 35.6 percent, 
favored the confining of new purchases 
largely to government bonds. These 
three votes were the only substantial 
ones received on the questions, although 
it was indicated that the consensus is 
still in favor of switching into high 
grade bonds rather than the other way 
around. In spite of the fact that most 
of the buying being done at present is 
in the long term field, it is interesting 
to note that only 6.1 favored the idea 
of switching into longer maturities. Ap- 
parently the buying of long term bonds 
today is primarily investment of new 


On the question of switching from 
medium grade bonds into higher grade 
bonds cr vice versa, the life companies 
were fairly evenly divided, voting 17.1 
percent for switching to higher grade 
bonds and 14.3 percent for changing to 
medium grade bonds. On the shortening 
or lengthening of securities, the life com- 
panies were overwhelming in favor of 
shortening maturities, voting 51.5 per- 
cent for this move and only 2.9 percent 
for switching from shorter maturities to 
longer ones. 

Life companies gave the largest vote 
of any class of institution in favor of 
confining new purchases largely to new 
corporate issues, while they were about 
the same as the general run on the ad- 
visability of holding junior bonds against 
the probability of better prices later on, 
the life company vote being 51.5 percent 
as against 55 percent for all institutions 
answering the question. 

On the question of whether the fed- 
eral reserve authorities should imme- 
diately contract excess reserves, the vote 
was 62.4 percent against and 37.6 per- 
cent in favor. Life companies were prac- 
tically identical with the general average 
in the vote on this question. The vote 
by out-of-town institutions and those in 
New York City showed no difference. 


Bond Officer’s Discretion 


One point where the life company 
bond officers showed a marked difference 
from the rest of the institutions in their 
vote was on the question ‘““‘What degree 
of discretion do you believe the bond 
officer of the average large institution 
should have in the purchase or sale of 
bonds?” While most of the savings 
banks, commercial banks and fire and 
casualty companies voted substantially 
in favor of complete discretion for the 
bond officer, life companies gave aimost 
no votes to this plan but voted very 
heavily in favor of having a list of issues 
approved in advance by a committee or 
board with the time of buying or selling 
and the amount and the price left to 
the bond officer’s discretion. The life 
company vote on this question was 54.4 
percent in favor of the latter plan, with 
the rest of the vote scattering, the 
largest other choice by life companies 
being to have every transaction approved 
as issue or amount by the committee or 
board, but price within limits to be left 
to the bond officer’s discretion. 

In general, New York City institu- 
tions seemed to favor slightly greater 
discretion than those out of town, but 
the survey points out that the margin 
on this score was not so wide as might 
be supposed. 


Revisions in Bond Trading 


Another question asked in the survey 
was whether the institution favored re- 
organizing corporate bond dealing so 
that most transactions would take place 
publicly on the floor of an exchange 
rather than privately over-the-counter. 
For all institutions, 29.8 percent of the 
vote was favorable, 53.3 percent against, 
and 16.9 percent indifferent. Life com- 
panies voted 17.6 percent favorable, 67.7 
percent against and 14.7 percent indif- 
ferent. 

Companies were also asked whether 
they preferred to buy or sell bonds at 
net prices to or from a principal or plus- 
or-minus a commission through an 
agent. “Net” received 39.4 percent of 
the total vote; “commission” received 
29.1 percent of the total and “indifferent” 
received 31.5 percent. 


Favor Buying “Net” 


Life companies differed quite widely 
from the general average, voting 42.8 
percent for “net,” 11.5 percent for 
“commission,” and 45.7 percent for “in- 
different.” 

The survey points out that the life 
companies have continued as the prin- 





tunds rather than switching of present 
securities, 


cipal buyers of long term bond issues, 
while savings banks have done most of 


the selling of these issues, although 
comparatively little selling has been 
done. 


Senate Lande Faces Charges 


DENVER, Aug. 13.—The legislative 
committee investigation of Commis- 
sioner Jackson Cochrane and attempted 
removal from office during the legis- 
lative session in 1935 was recalled here 
when a petition asking for the disbar- 
ment of State Senator John Nolon, 
chairman of the senate’s insurance com- 
mittee, was filed with the state supreme 
court. Nolon, who was in charge of 
the probe, has been given 30 days by 
the court to show cause why he should 
not be disbarred. 

Charging him with “gross _ profes- 
sional misconduct,” the petition alleges 
that after he had been made chairman 
of a special interim committee named 
to investigate the activities of mutual 
benefit associations, he solicited and ob- 
tained employment as an attorney for 
several companies he was supposed to 
investigate. Four specific cases involv- 
ing as many associations under investi- 
gation are cited. 


Bean Sells One “Company” 


ST. PAUL, Aug. 13—M. E. Bean, 
Minneapolis “wildcat” operator, long a 
thorn in the side of the Minnesota de- 
partment, has notified members of one 
of his companies, the American Mutual 
Protective Association, that “owing to 
circumstances beyond their control,” its 
promoters have sold the company to 
the American Mutual Protective Asso- 
ciation of South Bend, Ind. The Amer- 
ican Mutual Protective is an assessment 
benefit life association which has been 
operating in Minnesota without a li- 
cense, 

Several members, advised of the sale, 
have written the department for infor- 
mation. 

The department is also on the trail of 
another Indiana outfit, the American 
Aid Association, also a life assessment 
benefit association, which has done busi- 
ness in Minnesota without a license. 


Manhattan Mutual Up 9 Percent 


The Manhattan Mutual Life shows an 
increase of 9 percent in business for the 
first six months. An entirely new and 
revamped agency program is said to be 
the important factor making this increase 
possible. The company started 1936 with 
new methods of contacting and hiring 
salesmen, new agency contracts, and a 
practical training course based upon its 
new direct mail service and suggested 
sales presentations as well as a new line 
of sales aids. One application for each 
11 direct mail pieces mailed from the 
home office gives an idea of how suc- 
cessfully and efficiently the whole pro- 
gram is operating. i 

The first three months were given 
over to putting the new agency pro- 
gram into operation which made it pos- 
sible for the company to show a 50 per- 
cent increase in May and 60 percent in 
June. The program is now in full op- 
eration and the company looks for a con- 
tinued increase in business the last six 
months. 


Policies Not Assessable 


PIERRE, S. D., Aug. 13.—Life poli- 
cies are non-assessable under the per- 
sonal property tax laws according to a 
ruling of the attorney-general. Some life 
insurance policyholders have been in- 
cluding the cash surrender value of their 
policies in their tax schedules, which is 
not necessary. 


Schuppel a Grandfather 


W. C. Schuppel, executive vice-presi- 
dent Oregon Mutual Life, can qualify as 
a young grandfather. His only daugh- 
ter, Mrs. D. N. Steffanoff, is the mother 
of a new daughter, Nancy Elizabeth. 
The Schuppels had but one child but 





adopted two girls and three boys, all of 
whom are now married. 





Increase Is Noted in Sales 
‘| on Salary Deduction Plan 








KANSAS CITY, Aug. 13.—Evidence 
of a strong increase in the sale of salary 
savings plans to large employers is 
noted in this territory. 

Sales of the plan began to be notice- 
able five years ago, and each year they 
have grown. H. C. Booker, assistant to 
the manager and educational director of 
the A. M. Embry agency of the Equit- 
able of New York, says the agency is 
writing three times as much this year 
as last, and this tempo is increasing. 

The average size of the policies of all 
companies has been decreasing the last 
year or so, Mr. Booker points out, and 
the sale of jumbo policies has decreased 
very considerably. Consequently the 
agent who wants to produce a good 
volume has had to turn to the smaller 
policy buyer, in this instance the sala- 
ried man. 

The man who is drawing a regular 
pay check today is in especially good 
economic position, and he’s putting his 
money into insurance—endowment at 
65, annuities, etc—rather than stocks 
and bonds, farms, or saving money in 
other ways. 

The salary savings, or salary deduc- 
tion, plan is convenient to both em- 
ployer and employe. Each individual 
buys what and how much he needs or 
wants. He pays for it, but the em- 
ployer handles the transaction, saving 
the employe the bother. The employe 
retains his insurance should he leave 
that particular employer, and doesn’t 
have to convert it, as under the group 
plan. 


Can’t Cancel During Grace 








Notice Sent By Insurer Day After Pre- 
mium Due Date Doesn’t Satisfy 
the Requirements 





A notice of intention to cancel a 
policy, sent by an insurer during the 
grace period, does not satisfy the statu- 
tory requirements, according to the Kan- 
sas supreme court in Sebal vs. Colum- 
bian National Life. The premium due 
date was Oct. 16, 1932. That premium 
payment was not made. On Oct. 17, Co- 
lumbian Nationai mailed a notice of. its 
intention to forfeit or cancel the policy. 

The policy itself provides 31 days 
grace but there was a rider attached 
reading: “This policy will lapse at the 
end of 30 days after the date that the 
premium falls due, unless the premium 
has been paid.” Columbian National 
contended that the wording of the rider 
reducd the premium paying period to 36 
days after Oct. 16. 

The higher court held that the rider 
reduced the grace period from 31 days 
to 30 days and a notice of intention to 
cancel during that period was ineffective. 
The note in the margin: “This para- 
graph modified by rider attached here- 
to,” did not convey the idea that the 
grace period was eliminated but rather 
it was merely modified. Had it been the 
intention to eliminate the grace period 
the insurer could have effectively and 
clearly advised the insured, it was held. 


Prudential “Founder’s Day” 


The Prudential makes it a custom of 
observing Aug. 7 as “Founder’s Day.” 
This is done in honor of John F. Dry- 
den, the founder and early president of 
the company. This year marked the 97th 
anniversary of his birth in 1839 in 
Franklin county, Maine. There were 
placed flowers around his bronze statue 
at the home office on his anniversary. 
President Dryden died Nov. 4, 1911. He 
was one of the pioneers in introducing 
industrial insurance in this country. 


Charles A. Moore, president of the 
Liberty Life of Topeka, was in Portland, 





Ore., conferring with agents. 
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Getting at the Middle Group 


{n the August issue of the “Forum” 
magazine, J. GrorGe FREDERICK, under- 
writer, business economist and publish- 
er, contributes a very valuable article 
on “The Low Priced Technics, Can 
We Make America?” This has nothing 
whatever to do with life insurance but 
some of the conclusions and facts have 
a bearing in our opinion, and a very 
vital one, on life insurance production. 
Mr. Freperick says, “With every day 
that passes it becomes increasingly clear 
that the progressive lowering of prices 
on so-called standard units of merchan- 
dise is the soundest method of economic 
betterment that we are ever likely to 
know. Low priced technics, both of 
manufacture and distribution, (and low 
rate interest and capitalization as well), 
represent the one stony but sure road 
to wider distribution of wealth and pro- 
duction and thus for general national 
welfare.” 

That applies, of course, to finance and 


products. Here are some statistics that 
will be of interest to life insurance 
agents. In 1929, there were 2,204,726 


people who had incomes of $3,000 a 
year or more, about equal to the popu- 
lation of one large American city. Mr. 
IREDERICK pointed out that salesmen 
contracted the fixed habit of thinking in 
the terms of those 2,000,000 people. 
They constituted the so-called “spend- 
ing class” in 1929. But in 1932 this 
“spending class” had been reduced to 
1,059,602. Since then the number of 
people who have incomes of $3,000 or 
more, may have gone up some and let 
us say 1,500,000. In 1934, there were 
419,471 people with incomes over $5,000 
and this year the number may run to 
586,768 according to the Treasury esti- 
mate. 

Life insurance men too envision the 
people of $3,000 or more in income. 
They center their attack very much on 
them. 

Then the author goes still farther in 
analyzing the statistics saying that po- 
litical pressure is now being applied to 
end the era of a 71 percent mass of 
families below the $2,500 a year level in 
order to give them a social advance and 


it will be done largely, in his opinion, 
by the application of low priced tech- 
nics. In 1934, people with incomes less 
than $5,000 a year received 89.6 percent 
of the national income. Less than 1 
percent went to people with incomes of 
over $100,000 a year. Only 30 people 
had $1,000,000 income in 1934 as against 
513 in 1929. There were twice as many 
$1,000,000 incomes in 1914 as in 1934. 

The obvious deduction is that the 
great consumption field in the future 
will be in the lower income brackets. 
The trend of American income, as 
pointed out by Mr. FREDERICK, is def- 
initely toward the middle, in the $2,000 
to $5,000 a year brackets, fewer, he pre- 
dicts, proportionately in the higher 
brackets and fewer in the lower. 

Mr. FRepericK says, “Equally obvi- 
ously if any business other than the pro- 
duction of common necessities is to be 
done with the people of these middle 
income brackets it must be done in the 
same manner that the automobile in- 
dustry has done it by bold low priced 
technics.” 

The point we feel that life insurance 
companies and producers must consider 
is the appeal to the middle class people 
realizing that there are fewer in the so- 
called “spending class” in the higher 
brackets than heretofore. Life insurance 
companies must work out a plan that 
will make the work among the “$3,500 
to $5,000” people attractive to agents. 

We have had our sights raised pretty 
high. Life insurance people have ap- 
pealed to men of larger income. We 
have sought to increase the average pol- 
icies. We have urged agents to go after 
men who have the money to spend and 
yet not only from a humanitarian but 
from a business standpoint the great 
middle classes may have been neglected. 
As they will have the buying power in 
the future to such a large percentage, 
it behooves all of us to make a partic- 
ular study of how to attract these peo- 
ple and to convince them that a certain 
proportion of their income should be 
used in the purchase of insurance in 
order to protect their families and pro- 
vide for their own retirement years. 


Warning from the Experts 


THERE is one point in the report of 
the examination of the PaciFic Mutua 
Lire that should carry a very vital les- 
son to company executives, that being 
the statement that the company’s own 
actuaries as far back as 1926 warned its 
officials of the reserve deficiency in the 
non-cancellable department owing to 


the fact that the premiums were not 
large enough to meet the liability as- 
sumed. Evidently the officials did not 
heed the warning for some reason or 
other. 

No management can __ successfully 
overcome an economic law that is in- 
fallible. There are only 100 cents in a 


dollar and it is not possible to stretch 
that dollar to 125 cents. When the 
technical advisers and officials of a life 
insurance company express an opinion 
and back it up by facts and figures, then 
the management should stop, look and 


listen. If the officials of the Paciric 


Mutvat Lire had taken heed of its oy, 
actuaries 10 years ago there would hare 
been a different story today. 
they allowed the danger to continue y, 


til a crisis was reached. 
a warning to companies 


line to stop at red light signals. 


Seeking for Reasons Outside 


Very often when a man fails in any 
work that he is undertaking or any po- 
sition he is holding, he seeks to find the 
cause externally and not internally. In 
analyzing the reasons he is anxious to 
secure an alibi so far as he is concerned. 
In most cases the fault is entirely or 
very largely his own. It is more com- 


fortable to try to pin it on someone ely 
Therefore, a man in that frame of mini 
does not learn by his mistakes and fe. 


come stronger because he 


own frailties and endezvors to overcon 
One of the greatest attributes oj 


them. 





Howeve, 


It should } 
all along th 















fee 


no;nted f 
M. LaFo 
After ¢ 
Giljohan! 
became 
demnity, 
secretary 
was reo 
1910 as 
Mr. Gilj 
secretary 




















recognizes his 





success is the ability to know and am. 


lyze one’s self. 








PERSONAL SIDE OF BUSINESS 





Commissioner O. B. Hunt of Penn- 
sylvania is scheduled to sail for Ireland 
on Aug. 26 for a visit to his parents, 
who are still living on the farm on 
which Mr. Hunt was born. He will be 
gone about a month. 


Donald Machum, Detroit manager 
Manufacturers Life, is back at his desk 
after a very successful three weeks’ 
fishing trip into the interior of the Gaspe 
Peninsula in Quebec. He established his 
camp 65 miles beyond the railhead and 
enjoyed fishing in almost virgin terri- 
tory. Mr. Machum recently retired as 
president of the Qualified Life Under- 
writers of Detroit. 


V. T. Motschenbacher, San Francisco 
manager Sun Life of Canada and chair- 
man of the General Agents & Managers 
Association of San Francisco, is con- 
fined to a hospital there as the result 
of an appendectomy. 


Miss Alice V. Small, personal pro- 
ducer in the C. W. Peterson agency of 
the Phoenix Mutual Life, San Francisco, 
and president of the Stanford Univer- 
sity Women’s Club, will make a month’s 
tour of the east, visiting Stanford clubs 
in Boston, Chicago, Cincinnati, West 
Virginia, New York and Hartford. 


Roy Woodall, general agent Atlantic 
Life, Paducah, Ky., is receiving con- 
gratulations upon the birth of a son, 
Roy, Jr., his second child. 


Clifton M. Miller, Jr., manager of the 
bond department of the Atlantic Life, 
distinguished himself by winning the 
city tennis championship of Richmond 
for the sixth time, five of them consecu- 
tive. 

Sidney Eckley, 68, at one time auditor 
for the Gem City Life, died at his home 
in Dayton, O. For many years he was 
engaged in the insurance business. 


Frank Willis, Equitable Life of New 
York agent in Philadelphia, who was 
featured last week as receiving a free 
honeymoon, will actually pay for it 
himself. His agency manager, Newton 
B. Misell, had told Mr. Willis that the 
Philadelphia agencies’ convention was 
being held in Atlantic City at the same 





time as his honeymoon and that if Mr. 





el, 


Willis wrote 20 applications in July, it 
would most likely qualify him for the 


trip. 


During the recent anniversary can: 


paign of the Walter G. 


Gastil agency 


of the Connecticut General Life in Los 


Angeles, 


Lee C. Bean, captain of on 


of the teams in the contest, produced 
personally 26 applications, representing 
an average of one for each working day 


of the drive. 


— 


Walter Cluff, educational director of 
the Kansas City Life, went into the 
pulpit of the Westminster Congreg:- 


tional Church in Kansas 


City Aug. §, 


and gave an address on “Business Prob- 
lems Common to Economic Recovery.’ 
The talk was one of a series by laymen 
in the pastor’s absence on vacation. 


J. A. Blum, Des Moines general agent 
of the Guaranty Life of Davenport, died 


at his home there after 
illness. 


a two-months 


He was a past president of the 


Des Moines Association of Life Under- 


writers. 


—~ 


Although never particularly active in 


the life field, George M. 


Goodell, vet- 


eran local agent and president of the 
Dyer-Jenison-Barry Company and Lan- 
sing Insurance Agency, Lansing, Mich. 
was placed in the enviable position last 
week of receiving a $7,000 endowment 


policy ‘ ‘app” by mail. 


But Mr. Goodell 


is not spending the commission on the 
business as yet and is suffering some 
chaffing from life insurance acquaint- 


ances who know all of the story. 


The 


secret is that the lady filing the appli 
cation happens to be confined at this 
date to the Kalamazoo state mental hos- 


pital. 


—_~ 


Emil Giljohann, 84, Wisconsin insut- 
ance commissioner from 1898 until 1903, 
and for many years associated with the 
accident and health insurance business 
in Milwaukee as president and later se™ 
a of the Time Insurance Company. 


died at his summer home 
Lake, Wis. 
six months. 
appointed deputy 


In 1895 Mr. 


msurance 


on Pewaukee 


He had been ill for about 


Giljohann was 
commis- 


sioner, serving under William Fricke un- 
til the latter’s retirement in October. 
1898, at which’ time he was appointed 


to serve out the term. 


He was ap- 


——, 
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no;nted for another term by Gov. Robert 
\{, LaFollette. _ : 

““Mter completing the term in 1903, Mr. 
Giljohann returned to Milwaukee and 
yecame active in the old Time In- 
demnity, first as president and then as 
ccretary until 1908. After the company 
‘yas reorganized and incorporated in 
i910 as the Time Insurance Company, 
\Mr, Giljohann again became active as 
secretary, holding this office until his 
retirement on account of advanced age 
in January of this year, when he was 
succeeded by John A. Keelan. Until 
his retirement he was at his desk every 
day and took an active part in the busi- 
ness.) Former associates and many of 
his friends in the insurance business at- 
tended the funeral services. 


Henry C. Fuller, Sr., of the Victor 
\. Stamm agency of the Northwestern 
Mutual Life, Milwaukee, has been ac- 
‘corded a speeial citation by the Wis- 
consin department, American Legion, 
in recognition of “outstanding accom- 
plishment for his post, county and state 
department” as chairman of the Ameri- 
canism committee. 

R. M. Green, treasurer of the Pru- 
‘dential, has a large summer camp in the 
Canadian wilds, far north of Toronto. 
‘It is reached only through a long train 
‘ride and then a 15-mile trip in a small 
“boat. On a recent fishing trip with his 
sons and an Indian guide, one of the 
sons spotted two wolves. They had 
only a 22-calibre rifle but they finally 


‘located the wolves’ lair. 


The next day the two boys went wolf 
They are now 
tanning the hide just to show daddy’s 
friends that their camp is really in the 


wilds of Canada. 


—_~ 


Jerome Clark, vice-president Union 


' Central Life, has risen to exalted ac- 
claim, having caught a blue marlin off 
» Bimini, 
- nounds. 


the Bahamas, weighing 706 
Vice-president Clark, dealing 
in superlatives, claims it is the biggest 


' blue marlin ever ‘caught. 


Earle B. Tilton of the service depart- 


'ment of the Cooperative Life, Colum- 


bus, O., passed the recent state bar 
examination, and has been admitted to 


| practice law. 


— 


William Irvine, general manager Con- 


4 federation Life of Canada at Winnipeg, 
| died at Jasper, Alta., following an oper- 
» ation for appendicitis. 


Wade Fetzer, Jr., vice-president of 
A. Alexander & Co., Chicago, is 


5 president of the Young Business Men’s 


Government organization. This is an 


| anti-new deal organization. Those who 
» Jom are called “defenders.” 


re Each “de- 
fender undertakes to enroll six other 
defenders,” etc. 


_ Would Rouse Policyholders 


on Life Insurance Taxes 





MONTREAL, Aug. 13.—North 


> American life companies should unite to 


make: their millions. of policyholders 
Conscious of the unjust taxation which 
Provests by life company executives have 
een unable to stem, Second Vice-presi- 
dent C. S. V. Branch of the Sun Life 
ro? Canada suggested at the banquet 
baller company tendered to the 
ho State Life officers and agents who 
as here on their convention cruise. 

Ph al Branch pointed out that in Great 
. where the level of taxation is 
to eens the value of life insurance 
eee Is recognized, both in the 
. lod of taxation of companies and in 
ihe relief from income tax granted pol- 
Icyholders, This is up to one-sixth of 
the income of the policyholder used to 
Pav life premiums. ‘ 

an quoted another life insurance offi- 
i ee that taxes on life pre- 
= = 'y necessitating reduced benefits 
ofencreased cost of insurance, have the 
a - further taxing those who al- 
Ply ne voluntarily taxed themselves 

avoid the need of public aid. 











SALES MEETINGS 





Ohio State Agents to Quebec 


Sun Life Officials Welcome Visitors in 
Montreal — President Wood Is 
Host to Officers 


Over 100 agents of the Ohio State 
Life attended a two day convention in 
Quebec. They embarked on a steamer 
at Cleveland and cruised Lake Erie, 
Lake Ontario and the Thousand Islands. 
The party stopped off in Montreal for 
two days, leaving by boat for Quebec. 

In Montreal they were the guests of 
the Sun Life at a dinner, the principal 
speaker being C. S. V. Branch, second 
vice-president of the Sun. He was in- 
troduced by Claris Adams, newly 
elected president of the Ohio State Life. 
Mr. Adams commented on the spirit 
of friendship existing between the va- 
rious insurance companies, drawn to- 
gether by a community of interests. 

Arthur B. Wood,* president of the 
Sun Life, also entertained at luncheon 
the officers and leading representatives 
of the Ohio State Life. Mr. Wood 
offered his congratulations to Claris 
Adams upon his appointment as presi- 
dent. He spoke of the great improve- 
ment he had found in the relations of 
the various. insurance companies with 
one another. 








Banquet Opens Activities 


The convention got under way with a 
banquet in Cleveland at which Frank L. 
Barnes, agency vice-president, was 
toastmaster. Claris Adams of Detroit, 
recently elected president of the com- 
pany, made the address of welcome, and 
Alfred Guay, Los Angeles general 
agent and leading producer, responded 
for the field. Frank A. Knapp, Belle- 
vue, O., acting president, gave a short 
talk, and Dr. C. E. Schilling, vice-pres- 
ident and medical director, discussed 
“Looking Ahead.” C. A. Thompson of 
Cleveland, a director, spoke on “Busi- 
ness Today and Tomorrow.” 

The business sessions were under the 
direction of W. V. Woollen, field super- 
intendent, on “Training.” Mr. Barnes 
also spoke. P. J. Kieffer, Chicago, dis- 
cussed training of field men and Carl 
Adams told of his 25 years experience 
in the business. Talks were also given 
by J. Earl Pullen, Toledo, general 
agent, and L. A. High, manager Colum- 
bus agency, on field training. 


Other Topics Discussed 


Under the general topic, “Successful 
Selling,” Cecil Wilson, Winston Salem, 
N. C., eastern supervisor, told “How 
Life Insurance Works” and A. C. 
Myers, special representative, Delaware, 
O., told “How to get started and how 
to keep going.” “The Market for Life 
Insurance” was handled by Earl K. 
Townsdin, general agent at Kansas 
City, and C. C. Smith,’ special repre- 
sentative, Akron, O., discussed “Prob- 
lems of Life and Living.” “Single Need 
Selling” was the topic of J. Howard 
Culler, special representative, Ashland, 
O., and James C. McFarland, general 
agent, Cincinnati, spoke on “Program 
Selling.” 

Mr. Guay was elected president of the 
President’s Club and Mr. Townsdin 
was named secretary. The new presi- 
dent of the Honor Club is M. D. Schick- 
endantz of Akron, with W. H. Hecht 
of Celins as secretary. E. G. Siefert, 
manager Marion, O., agency, has been 
a member of Honor Club five consecu- 
tive years. 


B. M. A. Western Meetings 
W. T. Grant, president Business 


Men’s Assurance, and G. J. Tritch of 
the home office sales department com- 
pleted a western series of regional sales 
meetings with a rally at Salt Lake City, 
where W. M. Jones is branch manager. 





The production of the agency is 13 per- 
cent ahead of last year. 

In attendance were Commissioner 
Smith of Utah, G. P. Backman, general 
secretary Salt Lake chamber of com- 
merce and Carl R. Marcusen, president 


Pacific National Life, who was guest 


speaker. 
Messrs. Grant and Tritch also con- 
ducted a joint Washington-Oregon 


meeting at Astoria, Ore. E. M. Ward, 
Oregon manager, and C. W. Rogers, 
manager for Washington,. participated. 

Hubert Greaves, professor at Yale, 
will be the principal speaker at the All- 
Star convention of salesmen of the 
Business Men’s Assurance in Chicago 
Aug. 26-28. 


Provident Mutual Convention 


The Provident Mutual Leaders’ Club 
convention is being held at Banff 
Springs, Alberta, this week. This organ- 
ization is composed of 110 leading pro- 
ducers. The total registration is 238 in- 
cluding a number of guests and wives 
of members. Walter D. Cross of the 
agency department presided over the 
first session. C, V. Anderson, agent at 
Cincinnati, was in charge of a session. 
Malcolm O. Williams was chairman of 
another session. 


Northern Indiana Meeting 
Northern Indiana agents of the Lin- 
coln National Life and their families 
held their annual outing and picnic at 















Lake Wawasee. About 150 attended. A 
sales conference was held in the morn- 
ing. A. L. Dern, vice-president, spoke. 





Patterson Agency Gathers 


The Ray Patterson agency of the 
Penn Mutual Life held its summer gath- 
ering at Warsaw, Ind. Mr. Patterson 
talked on “App-a-Week” while several 
agents told “What I Like About the 
Insurance Business.” 





Continental Assurance Meeting 


The agency club of the Continental 
Assurance of Chicago will be held at the 
Edgewater Beach Hotel in that city, 
Sept. 16-18. 


Life Courses oo 


MILWAUKEE, Aug. 13—In co- 
operation with the American College of 
Life Underwriters and the Life Office 
Management Association Institute, the 
University of Wisconsin extension divi- 
sion is again offering professional life 
insurance training at the Milwaukee 
center. , 

The first semester, beginning Sept. 21, 
courses which prepare candidates for 





the C. L. U. examinations will be of- 
fered. The course in life insurance 
salesmanship will be conducted by 


Henry C. Fuller Sr., Northwestern Mu- 
tual Life. 

The Life Office Management course 
will include principles of life insurance 
and advanced life insurance, offering 
training for life insurance employes and 
preparing students to take the examina- 
tions given by the Institute. 




















asked. 


“Why?” 
“Ff think it is right.” 





* MODERN LIFE INSURANCE SINCE 1845 * 





THE RIGHT WAY 


The insured and his wife were killed in an automobile acci- 
dent. The wife survived the insured by twelve hours. The 
policy provided continuous monthly income, ten years certain, 
to the wife if she survived the insured; otherwise to three daugh- 
ters for ten years without the continuous feature. Instalments 
with the continuous feature were $73; not continuous, $136. 

The survival of the wife gave the Company the “contract 
right” to pay the smaller amount. A young man of the Com- 
pany took the question to a vice president who had faced a 
similar situation nearly fifty years ago. 

“How do you think it should be paid?” the young man was 


“TI think we ought to give the daughters the larger amount.” 


—AND THAT WAS DONE. 


The 
MUTUAL BENEFIT | 


LIFE INSURANCE COMPANY * NEWARK *N « J« 
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SERVICE 


THROUGH ALL TIME, the Trade and Com- 
merce of the world have performed vital 
service in demonstrating the need for co- 
operation and good will among the peoples 
of the earth. 


INSPIRED by this HIGH PURPOSE, the Sun Life 
over many decades has ventured where the 
march of civilized man has uncovered new 
and fertile fields of human endeavor. 


TODAY, as the ELECTED TRUSTEE of thou- 
sands of Men and Women of all races and 
climes, it remains ever ready to advise and 
serve with disinterested diligence and zeal. 


















THERE'S A SUN LIFE POLICY FOR EVERYONE 









































When Halley’s Comet Streaked 
the Skies 


A beacon of light across the heavens, Halley’s comet flashed 
over the world in 1910. 


Thirteen years before Halley’s comet, Yeomen Mutual Life had 
already started spreading the light of Life Insurance protection 
among the thriving, industrious peoples of the midwest. From 
the modest beginning of those rugged, conservative days, it has, 
through nearly 40 years, grown to be one of America’s strongest 
companies, with policyholders in every state in the Union. The 
seasoned strength of these four decades, together with modern 
policies and modern sales cooperation, are helping Yeomen 
Mutual agents every day to new records in this “company of 
opportunities.” 
“Service Through the Years” 


// OLA OL ie (utual 3 


Home 







Office. Des Moines, lowa 











LIFE AGENCY CHANGES 





tal 


Name Cravens at Louisville and assistant to the general agent Of the 





Appointed General Agent by Union 
Central Life to Succeed Alford 


Gustafson 





The Union Central Life has appointed 
Charles T. Cravens, as manager of the 
Louisville agency. He succeeds Alford 
Gustafson who has taken a position in 
a Houston, Tex., home office. 

Mr. Cravens, a comparatively young 
man, has had a wide background of per- 
sonal production and agency manage- 








CHARLES T. CRAVENS 


ment. He went to Louisville as a boy 
when his father was called to be general 
agent there for an eastern company. 
He attended Culver Military Academy 
for two years, later entering the Whar- 
ton school of the University of Penn- 
sylvania where he studied life insurance 
under Dr. S. S. Huebner. 

Beginning as an agent in 1926, in 
1929 he was taken in as partner in his 
father’s Equitable Life of Iowa agency. 
Three years later he resigned to become 
Memphis manager for a western com- 
pany, returning two years later to 
Louisville to take over the family 
agency during his father’s illness. Some 
time later he returned to the western 
company and remained with them until 
accepting the Union Central appoint- 
ment. 


Tracy Opens Independent Office 


George H. Tracy, prominent Boston 
general agent, who has served as presi- 
dent of the Boston Life Underwriters 
Association and the Massachusetts as- 
sociation, has resigned his general 
agency of the Fidelity Mutual Life and 
established the George | HM. Peacy 
Agency, to specialize in “complete in- 
surance protection.” He will be located 
at 100 Milk street. He entered the life 
field in Boston in 1920 with the Con- 
necticut General, later joined the Un- 
ion Central Life and was general agent 
of the United Life & Accident until 
1930, when he became general agent of 
the Fidelity Mutual. 





R. W. Wilson with Peoples 


Robert W. Wilson has been appointed 
California state agent of the Peoples 
Life of Indiana, with headquarters at 
412 West Sixth street, Los Angeles. 
Mr. Wilson was with the Occidental 
Life of California for 20 years during 
which time he made a good record as 
manager of the central division. 


Returns to Aetna Life 


Robert E. Young, manager for two 
years of the Acacia Mutual Life in New 
Orleans, has been appointed supervisor 











| Aetna Life there. He is a director ; 
| the Life Underwriters Association ay 
secretary-treasurer of the managers’ «. 
sociation. Mr. Young served in ¢, 
navy during the war and later was With 
the ‘Retail Credit Company. He entergj 
the insurance business four years ay 
with the Aetna Life. 





Robbins Goes to Springfield 


W. B. Robbins, who has been gener 
agent of the New England Mutual ; 
Pittsfield, Mass., has now been ma: 
general agent for western Massachy. 
setts and will open headquarters in th 
Security building at 44 Vernon stre 
Springfield, Sept. 1. The Pittsfield offic 
will be maintained as a district ofc: 
with Oscar F. Haffner in charge as y. 
pervisor. 





Chasey with Columbian National 


The Columbian National has appoint. 
ed Vern H. Chasey general agent x 
Rochester, N. Y. Mr. Chasey has bee 
in the business a number of years, mos 
of the time with the Aetna Life as pa. 
sonal producer, supervisor, and as 
general agent. He has been presiden 
of the Rochester Life Underwriters 4s 
sociation. 

John W. Hewitt, former gener 
agent, desired to give up his agency re 
sponsibilities so that he might devote 
his full time to personal production. 





Jones to Birmingham Post 


E. O. Tombs, for about 25 years Al: 
bama agency director of the New Yor 
Life with headquarters in Birmingham, 
and with the company 35 years, has tt- 
signed on account of ill health. L. |. 
Jones, for nine years agency organize 
in New Orleans, has been placed it 
charge of the Birmingham office. 





Clarke Made Boston Manager 


The Acacia Mutual Life has appointed 
Winthrop A. Clarke manager of it 
Boston office to succeed Onne Abront 
son, who has resigned as manager to 
give his entire attention to persona 
production. Mr. Clarke has been unt 
manager of the George H. Tracy agency 
of the Fidelity Mutual Life. He ha 
been 
years, part of the time at Binghamton, 
14 7 
aN. 





Northern Life Names Poulson 


The Northern Life of Seattle has ap- 
pointed Harry W. Poulson of Boise, 
Ida., as general agent in southwester 
Idaho and eastern Oregon. 


Rowland in Northern Texas 


The Life of Virginia announces tht 
appointment of A. A. Rowlaind as mat: 
ager ordinary department for ‘northea 
Texas, with headquarters in’ Dallas. 





Cramer in Charge 


Merwyn D. Cramer, formerly assist: 
ant manager of the Bankers gg 
Iowa agency in Kansas City, 
been made agency supervisor and wil 
be in charge of the office until a ptt 


manent successor to Reed G. Hak. 


former manager who has retired, 


named. 





Burton Made Assistant Manager 


C. H. Carpenter, Los Angeles mat 
ager Canada Life, has appointed Ne! 
3urton assistant manager. For the pa! 
two years he has been inspector ther 


C. Z. Jackson is appointed district mal 


ager at Pasadena. 





Portwood Agency Supervisor 


The Bankers Life of Des Moines 3 
appointed H. C. Portwood, 





with the Fidelity Mutual nine 


Mo., has 


295 


* 










forme! § 
agency manager at Peoria, IIl., agen 
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\ day of extravagance in the insurance 


| raising rates, commissions are being cur- 
‘tailed, a more rigid selection of appli- 


‘companies are having difficulties in se- | 
' curing a high interest return on invest- | 
/ ments, more attention has been placed 


focused on the condition of high blood 


F death claims paid have resulted from 
| some type of heart disease, said 
| Lovelace. Examiners are more liberal on | 


' the mortality rate has decreased. 


the Equitable Life of New York, was 
FE reelected president of the Indiana Asso- 
» ciation of Lite Underwriters at its an- 
© nual conference on Lake Maxinkuckee. 
| H. A. Luckey, Indianapolis, was re- 
elected 


3 the past year. Michigan City, Lafayette, 
» Fort Wayne, Evansville and South Bend 
» each elected a director and they in turn 
» elected the officers. 
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supervisor of the Cedar Rapids, Eas, 
agency: R. Winter continues in the 
came capacity in the Cedar Rapids 
agency and he and Mr. Portwood will 
work in conjunction. 


Expressmen’s Mutual in California 


R. A. Cox of San Francisco has been 
appointed general agent of the Express- 
men’s Mutual Life of New York which 
has just been licensed in California. 


McDaniel Is El Paso Manager 


L. M. McDaniel, who has been with 
the El Paso, Tex., district office of the 
(. Archie Helland agency of the Con- 
necticut Mutual Life, San Antonio, 
Tex. for two years, has been appointed 
district agency manager at El Paso. 


Grifith With Cherry & Cherry 


Byron S. Griffith, formerly San An- 
tonio, Tex., general agent of the Pan- 
American Life and more recently with 


the Kenneth Cassidy agency of the Pa- 
cific Mutual Life in Houston, Tex., 
has been appointed agency supervisor of 
the Cherry & Cherry general agency of 
the Bankers Life of Iowa at Houston. 


Meek to Life Insurance 


John Meek, special agent Glens Falls, 
Portland, Ore., has resigned to enter 
life insurance work and will become a 
member of the Metropolitan Life staff 
in Portland. 


Life Agency Notes 


Fred M. MeMillan, Los Angeles general 
agent Penn Mutual Life, appointed Ford 
Palmer as unit manager. 

George L. Mozena, agent of the Equi- 
table Life at Martins Ferry, O., has been 
made assistant manager in the Bellaire, 
O., district. 

B. R. Langley, formerly district mana- 
ger of the Jefferson Standard Life at 
Columbia, S. C., has been appointed 





agency supervisor for the Protective 
Life at San Antonio, Tex., under Cole Y. 
Bailey. 








NEWS OF LIFE 


ASSOCIATIONS 





Agents and Examiners Are 
Becoming Better Qualified 





The day of part time insurance agents 
is about over, said Dr. Carl Lovelace at 
the Waco, Tex., Association of Life 
Underwriters meeting. He prophesied 

‘fewer and better insurance agents and 
fewer and better medical examiners in 
the future. About 80 percent of the in- 
surance in the United States has been 
' written by 20 percent of the agents, said 
Dr. Lovelace. This tells the story of 
expense of insurance companies. The 


business 1s Over—many companies are 





cants is being practiced, he said. Since | 


on economy of operation. . 
In examining applicants, attention 1s 


pressure, as companies have found that 
between one-third and one-half of the 


Dr. 


tuberculosis and on other diseases where | 


se ste 
* 


Rogers Reelected Indiana Head 


Homer Rogers, Indiana manager of 


el vice-president; Larry Kigan, 
Terre Haute, elected secretary; Francis 
P. Huston, Indianapolis, reelected exec- 
utive secretary-treasurer. 

The state association was incorporated 





x * 
Gastil Is Forum Speaker 

W. G. Gastil, manager of Connecticut 
General Life, spoke before the Life In- | 
surance Forum of the Life Under- | 
Writers’ Association of Los Angeles on 
Keeping Pace with Selling Trends.” | 
He said the public, because of its in- | 
creased interest in life insurance, is turn- | 
ing more to this institution for the ma- 
jor portion of estate creation, because 
it offers a more attractive opportunity 
for the placing of the investment dollar. 
People want to deal with life insurance 
men, he said, who can build real pro- 


sms and coordinate their financial 
airs, 


* of 
thi orado—New officers were installed 
a week instead of Sept. 1 as previ- 
‘sly planned, because some _ business 


o 





arose which the old officers wanted the 
new regime to handle, and also because 
President Jack Robinson will be in New 
York Sept. 1 and unable to officially turn 
over his duties to the new president, 
Guy Gay. Mr. Robinson was elected 
chairman of the board of directors at 
this week’s meeting. Isadore Samuels 
was made chairman of the convention 
committee, which will endeavor to se- 
eure the 1937 national convention for 
Denver. 
* * 
Santa Barbara, Cal.—The association is 
being revived and beginning with Octo- 
ber will be in active operation, with a 
largely increased membership and in 
good standing with the National asso- 
ciation. 


* 


* 


California—The association will hold 
a meeting Sept. 14 at Del Monte, at 
which all 13 local associations in the 
state will be represented. Commissioner 
Carpenter is expected 'to be present and 
also John Riordan, California represen- 
tative of the Life Presidents’ Association. 
It is expected that the program will in- 
clude one other speaker of national im- 
portance. 


* 4 *k 
Salt Lake City—More tthan 150 at- 
tended the association’s outing. In a 
softball game managers defeated agents 
18 to 9. J. E. Johnson, New York Life, 
was toastmaster at the dinner-dance. 
E. P. Gamette, Pacific National Life, was 


| chairman of the committee on arrange- 


ments. 
* * * 
Cineinnati—A special meeting was 
called to take action on a resolution 


which would reduce annual dues from 
$15 to $10, looking toward a consider- 
able increase in membership. 

* *K * 

Columbus, 0.—E. C. Deckard, Aetna 
Life, has been elected president. Other 
officers are R. C. Gauch, Mutual Benefit 
Life, vice-president; BE, D, Miller, Provi- 
dent Mutual, reelected secretary, and 
J. Boyd Davis, Penn Mutual, reelected 
treasurer. New trustees are L. W. 
Doland, Mutual Life of New York; V. C. 
Smith, Equitable Life of New York; 
Robert K. Zimmer, Pacific Mutual, and 
W. P. Stagg, New York Life. 

* * xX 

San Franciseco—New directors elected, 
each heading one of the standing com- 
mittees of the association, are: R. A. 
Davies, New York Life, attendance; A. Z. 
High, Jr., Manufacturers Life, budget; 
J. M. Hamill, Equitable of N. Y., business 
practice; R. J. Shipley, Northwestern 
Mutual, civic relations; N. J. Goldsmith, 
Equitable of N. Y., educational; J. A. 
Gordon, Occidental, legislative; F. J. 
Van Stralen, Massachusetts Mutual, 
membership; G, F. McKenna, Continental 
Assurance, program; F. G. East, West 
Coast Life, publicity; N. J. Nelson, Re- 
liance Life, research; F. B. Tower, Sun 
Life, speakers’ bureau; Mrs. Hazel J. 
Oppenheimer, Equitable of N. Y., 
women’s committee. 


New Orleans Tax Proposed 


NEW ORLEANS, Aug. 13.—A $10 
license tax for insurance agents includ- 
ing life is being considered by the city 
council here. 
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They had ‘‘to grin and bear tt’’ 


One day back.in 1805, shortly after the Lewis and Clark Expe- 
dition left Mandan for the West, four hunters of the party 


were pursued to the edge of a cliff by a vicious bear. It 
was surrender or a dive into the river. They dived, and hap- 
pily saved themselves. . . . Explorers can demand no assur- 
ance of safety from Nature. Investors in life insurance, 
however, may enjoy SAFETY if they but look for it. So 
cautious has Provident Life been in its invesiment methods, 
that today every $100 of policy liability is backed by $133.20 


in sound securities. 


If our steady growth has selling in- 
terest for you, get in touch with us! 


BISMARCK, NORTH DAKOTA 
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A Company that has 


*A Liberal Contract 


(Both First Year and Renewal 
Commissions ) 


*An Attractive Line 
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(designed to fit every need) 


*A Unique Sales 
Program 


Practical assistance and co-op- 
eration in the field 


Enjoy the advantages of 
COMMONWEALTH CORDIAL 
CO-OPERATION 
IT WORKS 





Write 
J. Herbert Snyder, 
Agency Vice-President. 
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underwriting department. 








NEWS OF THE COMPANIES 





Detroit Life Assets Fixed 


General Creditors to Receive 20 Percent 
Under Order Entered by Federal 
Judge Moinet 








DETROIT, Aug. 13.—Judge Moinet 
of the federal court has determined the 
assets of the defunct Detroit Life as 
reinsured by the newly organized Life 
Insurance Company of Detroit, on the 
basis of a comprehensive appraisal, de- 
tails of which were established in testi- 
mony by insurance department and 
company experts and by counsel for the 
interests involved. 

Under the federal court order, which 
fixes the cash liquidation value of the 
company’s assets as of Oct. 31, 1935, 
as $1,592,174, approximately 20 percent 
of its liability, general creditors of the 
company, including dissenting policy- 
holders, are entitled to receive 20 per- 
cent of their claims as payment in full. 

The court approves the appraisal fig- 
ures as to a “fair market value” of the 
company’s assets, fixing them at $3,- 
184,348, and the establishment by John 
A. Reynolds, receiver and former presi- 
dent of the company, of the actual initial 
lien of $3,281,388, a figure representing 
60 percent of the amount of the com- 
pany’s liability. The receiver is accord- 
ingly authorized to charge against the 
Detroit Life Fund, as referred to in the 
reinsurance agreement, the values thus 
approved. 

Testimony was taken, the court stated, 
from Joseph E. Reault, second deputy 
insurance commissioner and formerly 
actuary and chief examiner of the de- 
partment; Alexander Speers, actuary 
for the receiver; Theodore Levin and 
Crawford S. Reilley, counsel and Lloyd 
A. Loomis, assistant attorney general 
representing Commissioner John C. 
Ketcham. 


Appraise Federal Reserve Assets 


Appraisals of the assets of the Fed- 
eral Reserve Life of Kansas City, Kan., 
recently taken over by the Occidental 
Life, will be completed by W. R. Baker, 
receiver, about Aug. 15. Mr. Baker 
then will confer with officials of the 
Occidental on the values to be assigned 
to the assets and will make his report 
to the court about Oct. 1, the report in- 
cluding any disagreements there might 
be between him and the Occidental on 
valuations. 

Sept. 15 is the last day on which 
creditors may file claims against the 
company in the United States district 
court at Topeka. 

Appraisals of assets involve chiefly 
real estate and mortgages, of which the 
company has more than $4,000,000. 
About 20 percent of its assets are in 
bonds. 


General American Promotions 


The General American Life has an- 
nounced three promotions to important 
posts in its home office organization. 

Douglas Wood has been made assist- 
ant to Actuary O. J. Burian and a non- 
voting member of the selection com- 
mittee and agency committee in the 
He has had 
experience in the actuarial, underwrit- 
ing, medical and personnel departments. 

Sheppard has been made head 
of the underwriting department and 
E. A. Jungclaus is the new policy issue 
department head. 


National L. & A. at $500,000,000 


The National Life & Accident of 
Nashville has just passed the $500,- 
000,000 in force mark. This achieve- 
ment comes in the year dedicated to 
the celebration of the 35th anniversary 
of the five senior officers, all of whom 
have been associated with the company 











LOUISVILLE. KY. 





since its founding. 


Report Is Made on Company 





Convention Examination of the Policy- 
holders National Life of Sioux Falls 
Gives Pertinent Facts 


The South Dakota, North Dakota and 
Nebraska departments have examined 
the Policyholders National Life of Sioux 
Falls, S. D,, as of Dec. 31, and increased 
the surplus about $8,000. The company 
was organized on the mutual plan in 
1919 and consolidated three years later 
with the United States National Life of 
Sioux Falls. Its assets are $868,728 and 
surplus $102,734, which includes $68,570 
founders’ surplus. 

The original policies of the company 
were on the graded death benefit plan. 
In 1926, it began issuing a new form 
called the “founders policy” and discon- 
tinued its old one. The “founders’ pol- 
icy” is an endowment at age 85, furnish- 
ing an additional endowment of $30 per 
$1,000 at the end of the fifth year on 
payment of the sixth premium. It is 
issued on the ordinary life, 20-pay and 
15-pay life plans and 20-year endow- 
ment. When the application is made, 
the policyholder decides whether to 
have the $30 endowment paid in cash 
or used to purchase a “founders’ cer- 
tificate,” which at present is issued on 
the basis of $10 a thousand, the re- 
mainder of the endowment, $20, being 
carried to surplus for the benefit of the 
certificate holder. On payment of the 
sixth year premium a founders’ certi- 
ficate is issued which, at the discretion 
of the directors, may draw interest not 
exceeding 6 percent. At present 4% 
percent is paid on outstanding certifi- 
cates. When the certificates total 
$100,000 the company will become a 
stock company, the outstanding certifi- 
cates to be exchanged for capital stock 
of an equal par value. The company 
has $10,796,629 business in force, of 
which 86.8 percent is issued with foun- 
ders’ certificates attached. 


Name of Company Changed 


Stockholders of the Cornbelt Life of 
Lincoln, Neb., voted to change the name 
to the Woodmen Central Life. Officers 
of the Woodmen Accident purchased 
control of the Cornbelt some months 
ago, and will operate it in connection 
with the business of the accident com- 
pany. It is planned to utilize the larger 
part of the accident agency organiza- 
tion in the sale of life insurance, but 
active entrance into the field must wait 
until this is accomplished and the life 
company, now licensed only in Ne- 
braska, enters in the 17 states in which 
the accident company operates. 


Gain for Old Line 


_ Assets of the Old Line Life of Amer- 
ica of June 30, totaled $19,093,548, a 
gain of $426,683, it was reported at the 
quarterly meeting of directors by John 
E. Reilly, president. Total income was 
$1,621,300, an increase of 7 percent. 
Payments to policyholders and benefi- 
ciaries for the half year totaled $735,248. 
Terminations were unusually low. The 
increase in new written life insurance 
was 60 percent, and accident and health 
business new premiums increased 48 
percent over the comparable half-year 
period in 1935. 








Gain for Indianapolis Life 


Assets of the Indianapolis Life in- 
creased $623,807 in the first six months, 
making a total of $17,826, 463, the larg- 
est in history. Insurance in force in- 
creased $1,921,000 for the first half, 
bringing Indianapolis Life’s total to $97,- 


677,000. Mortality is favorable, being 
42.1 percent of the expected. 
A. H. Hopkins, San Antonio, Tex., gen- 


eral agent of the Mid- Continent Life, has 





heer confined to the hospital for several 
weeks, 


—_ 
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Latest Movements in Pacific Mutual 


(CONTINUED FROM PAGE 1) 





—_—_— 
ing them new life insurance in order 
to get the total and permanent disabil- 
ity clause on the old monthly install- 
ment basis. This can be done up to 
and including August 15, when the to- 
tal and permanent disability clause will 
be withdrawn and only waiver of pre- 
mum given. This gives the policy- 
holder additional total and permanent 
disability. The new Pacific Mutual Life 
i; not writing any sort of non-cancel- 
lable disability, not even the aggregate 
indemnity. The old 10 percent monthly 
installment life income total and per- 
manent disability was to have been 
withdrawn July 31 but the time is ex- 
tended to Aug. 15. 


Want List of Policyholders 


An attempt was made before the 
superior court at Los Angeles by at- 
torneys for protesting non-cancellable 
policyholders to get the authority to 
inspect the insurance company and se- 
cure a list of non-cancellable policy- 
holders. Attorney Trumbull stated 
that there are about 30,000 persons and 
he claimed their rights would be de- 
stroyed under the reorganization plan. 
The petition to obtain the list was de- 
nied. The attorneys representing the 
insurance department at the hearing 
contended that at all times no right 
of any non-cancellable policyholder is 
being infringed. Attorney Fuller, for 
instance, said, “They will be paid in 
full if the assets are sufficient.” 


Seek to Block Liquidation 


Messrs. Cochran, Davis, Moore and 
McClung, former officials, filed a peti- 
tion seeking to block the liquidation of 
the old company and reorganization of 
the new. They filed a complaint seek- 
ing to set aside the order of rehabilita- 
tion. They claimed in their petition that 
former President Cochran had been in 
negotiation with one of the large com- 
panies to correct the difficulties that the 
Pacific Mutual had been experiencing. 
The petition states that Commissioner 
Carpenter declared that the negotiations 
for a corrected program would not be 
considered and that the plan was un- 
satisfactory. Executive Vice-president 
Davis stated in the petition that the ac- 
tion was jammed through and con- 
tended that it would have been proper 
to delay the matter for 24 hours so that 
all the directors and interested persons 
could have an opportunity to suggest 
corrective measures. Furthermore in 
the Cochran petition it was stated that 
President A. N. Kemp and Vice-presi- 
dent Call had “prepared a plan and 
scheme whereby they would, without 
giving the board of directors or stock- 
holders or policyholders and _ other 
creditors an opportunity to voluntarily 
rehabilitate the old corporation, per- 
petuate themselves as persons in the 
control of the new corporation, which 
would own all the assets of the old cor- 
poration.” 


Seven New Directors 


In some of the petitions filed by at- 
torneys it was stated that the policy- 
holders were not given due notice of 
Teorganization and were not properly 
cared for. 

Commissioner Carpenter announced 
the election of seven prominent busi- 
ness men to the board of the new Pa- 
cific Mutual, they being W. A. Simp- 
son, Simpson Construction Company, 
and former president Los Angeles 
chamber of commerce; Guy Leroy Ste- 
vick, San Francisco, vice-president and 
Pacific Coast manager Fidelity & De- 
Posit; W. L. Valentine, president Ful- 
lerton Oil Company; R. L. McCourt, 
President W. Ross Campbell Company 
and president Los Angeles chamber of 
Commerce; Henry S. Mackay, Jr., of 
the law firm of Flint & Mackay; H. S. 
McKee, former president of Barker 
Brothers, and Henry O’Meiveny of the 





law firm of O’Melveny, Tully & 
Meyers. 

Commissioner Carpenter filed suit for 

$511,651 at Los Angeles against former 
President George I. Cochran, former 
Vice-presidents Lee A. Phillips, D. E. C. 
Moore and W. H. Davis, former Sec- 
retary S. F. McClung, W. A. Jenkins, 
E. W. Fuller and A. D. Graham. 
_ The complaint recited that beginning 
in 1918 a number of Pacific Mutual em- 
ployes formed a syndicate to purchase 
stock of the company and pay for it in 
mstallments. In 1928 the nine synd.- 
cates were merged into one with Mc- 
Clung, Jacobs, Moore, Fuller and 
Graham as trustees. The complaint also 
charged the defendants used money of 
the corporation to purchase “stock of 
the corporation from various officers, 
including among others, George I. 
Cochran Corporation. 

“The money, it is charged, was not 
entered in the annual statement filed 
with the insurance department, but was 
set up as ‘salaries,’ ‘miscellaneous ex- 
penses,’ ‘health and welfare,’ ‘investiga- 
tion of claims,’ or ‘other false and mis- 
leading designations.’ ” 

Deputy M. V. Pew of the Iowa de- 
partment has gone to Los Angeles to 
look into the Pacific Mutual reorganiza- 
tion. Exceptions may be taken to ob- 
jectionable features, especially on be- 
half of the non-cancellable policy- 
holders. 


Chieage Protective Committee 


A protective committee of policyhold- 
ers of the Pacific Mutual Life has been 
organized in Chicago, Heman T. Pow- 
ers, estate counsellor, One LaSalle 
Street building, being chairman. The 
committee is assessing policyholders 
from $15 to $25 depending on the time 
and group within which their non-can- 
cellable policies were written. This will 
create an expense fund. In addition, 
each policyholder will pay the commit- 
tee a like sum on conclusion of its re- 
search and activities provided the pol- 
icyholders receive a benefit equivalent to 
20 percent or more in excess of the 
amount of reinsurance provided under 
the plan whereby the old company took 
over the non-cancellable policyholders. 


Loans Are Criticised 


The convention report severely criti- 
cises numerous mortgage and collateral 
loans made in past years on the au- 
thority of officials no longer active in 
the management. However, the company 
in its own statement and the examiners 
in their report, set up a reserve to cover 
possible loss. The reserve set up for 
mortgage loans in the life department 


‘is $1,022,723 and in the accident $130,000. 


The reserve for collateral loans is $660,- 
625. The reserve for real estate in the 
life department is $420,000 and $310,000 
in the accident department. 

The Colorado department has not yet 
acted on the application of the new 
Pacific Mutual Life for a license. Sev- 
eral protests have been filed and hear- 
ings are being held. 





OWNERSHIP 











The question is being asked as to who 
owns the new Pacific Mutual. It has 
$1,000,000 capital and $2,000,000 surplus. 
Commissioner S. L. Carpenter, Jr., of 
California is the official liquidator of the 
old company. When it was found nec- 
essary to save the day the new Pacific 
Mutual was organized and out of the 
assets of the old company Commissioner 
Carpenter authorized the payment of 
$3,000,000 to the new company, $1,000,- 
G00 being for capital, 10,000 shares at 
$100 a share and $2,000,000 for surplus. 
The stock of the new company is thus 
issued to Commissioner Carpenter as 
liquidator of the old company and will 
be held by him subject to the ultimate 
mutualization of the new company as 
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provided in the agreement of reinsur- 
ance. In this connection it can be said 
that Commissioner Carpenter and others 
engaged in the examination had the ben- 
efit of expert advice in this regard. For 
instance, Alfred M. Best, president Al- 
fred M. Best Company and Vice-presi- 
dent Raymond T. Smith of the Best 
company carefully studied the plan fol- 
lowed in the National Surety rehabilita- 
tion in New York, whereby the new 
National Surety was organized and the 
stock was held by the New York super- 
intendent as liquidator for the benefit of 
claimants and creditors of the old com- 
pany. This is the plan foilowed there- 
fore with the Pacific Mutual. 


Commissioner Selected Directors 


The directors of the new Pacific Mu- 
tual were selected and approved by 
Commissioner Carpenter. Therefore it 
can be said that Commissioner Carpen- 
ter is the dominant force in the com- 
pany and the final authority. He al- 
ready has established an office in the 
head office building as official liquidator 
and will be in close touch with the off- 
cials. Just what the old stockholders of 
the Pacific Mutual will get out of the 
wreck remains to be seen. The reinsur- 
ance agreement provides that strict ac- 
counting will be made of the partici- 
pating and non-participating depart- 
ments. During the first 10 years the 
profits on the non-participating depart- 
ment will first be used to restore the 
benefits originally provided in non-can- 
cellable policies for those that will have 
claims after the new company was put 
into effect. 


Old Claimants Not Affected 


The claimants prior to that time will 
not be affected. Those that accept the 
reinsurance agreement will be subject to 
reduction in benefits if they have a claim. 
However, any profits will be used for 
the benefit of the claimants after the 
new company is started. The question has 
been asked as to why the existing non- 
cancellable claimants are allowed full 
benefits and those developing claims in 
the future will have the benefits scaled. 
There is more or less discrimination, of 
course, in regard to this. The authori- 
ties were confronted with a condition 
rather than a theory and it was felt that 
if the existing claimants were scaled it 
would simply involve the company in 
numerous law suits which it sought to 
avoid at this time when the restoration 
Was in progress. 





MINNESOTA ACTION 











ST. PAUL, Aug. 13—In a sharply 


' worded telegram to Judge Knight at 


Los Angeles, Commissioner Yetka of 
Minnesota protested the reorganization 
plan of the Pacific Mutual Life. The 
telegram was in lieu of representation 
of the Minnesota department at the 
court hearing this week. In his wire 
Commissioner Yetka cited “apparent 
discrimination against policyholders in 
the same class; the consideration given 
old stockholders and leaving the man- 
agement of the new company in the 
hands of old board members who were 
responsible for making apparently 
fraudulent sworn statements to state de- 
partments.” 

Mr. Yetka said also that the new 


) company has failed to make a proper 


showing as to the future financial re- 
sponsibility and he also objected to the 
use of the word “mutual” in connec- 
tion with the new company “under the 
present setup.” 

The Minnesota department has thus 
far refused to license the new Pacific 
Mutual and no business is at present 
being written in this state with the 
knowledge of the insurance depart- 








Life men who write auto- 
mobile fii 


TAKE BOTH 














ment. Commissioner Yetka and his as- 
sistants have given the most of their 
time the past week to consideration ot 
the Pacific Mutual matter. 





RESERVES | 





There seems to be considerable con- 
fusion in the minds of some insurance 
people as to the reserves on the non- 
cancellable business that should have 
been put up by the Pacific Mutual and 
the reason for the startling inadequacy 
that was found by the convention ex- 
amination. In the first place, in the ac- 
cident department there is the regular 
premium reserve, being 50 percent of the 
premium for annual policies, that amount 
being $2,903,928. The examiners checked 
this and found it correct. 


Reserve for Claims 


Next is the reserve put up for claims 
that had already come into existence 
and notices of claims. There were three 
methods adopted by companies writing 
this class of business. First was the so- 
called New York table. Next was the 
insurance commissioners or convention 
plan and then a company could use its 
own table based on its own experience 
but it had to use either the convention 
or its own formula, whichever was the 
greatest. The Pacific Mutual found that 
its Own experience gave the greatest re- 
serve and so it used a formula which 
gave it $15,946,510 reserves put up for 
non-cancellable claims and claim notices. 
The actuaries, in going over this, found 
that the formula was not developing 
sufficient reserves. Therefore they in- 
creased this reserve to $19,643,031, which 
was an increase of $3,696,521. The diffi- 
culty in calculating these reserves on 
non-cancellable policies was the lack of 
real experience and the tendency to un- 
derestimate the ultimate cost of claims. 
This was particularly true where there 
were large benefits and they were being 
paid for life. 


Deficiency in Premiums 


The greatest discrepancy arose in 
what might be called the potential 
claims on which the state departments 
require reserve to be put up for future 
losses that might develop. The non- 
cancellable business of the accident and 
health insurance is looked at as a whole. 
Therefore, in figuring the reserves that 
would have to be put:up for possible 
future claims, the examiners had to take 
into consideration the company’s own 
experience and the premiums that had 
been charged. The Pacific Mutual 
started to write non-cancellable in 1918. 
During the intervening time it has made 
six changes in rates. The examiners 
found that the premiums were wholly 
deficient. Policyholders were getting far 
more than they were paying for. They 
immediately saw that there was a huge 
premium deficiency and that in the fu- 
ture as claims developed there would 
not be enough money to pay them unless 
an adequate reserve was put up. 


Saw a Large Deficit 


The actuaries took the Pacific Mu- 
tual’s own experience and therefore in- 
stead of allowing $4,550,840 which it had 
put up as a reserve, it charged $24,685,- 
977 or an increase of $20,135,129. That, 
of course, was the straw that broke the 
camel’s back. The actuaries feel that 
if the Pacific Mutual on all its non-can- 
cellable business had used the premiums 
that it put in effect in 1931 it might 
have gotten by. 


Formula for Possible Claims 


So far as the third class was con- 
cerned, that is, the reserve applicable to 
policies under which no claims had 
arisen, the formula was developed by 
companies and state insurance officials. 
Examiners soon found that so far as the 
Pacific Mutual was concerned, the re- 
serve formula was grossly inadequate. 
With the reduction in benefits this re- 
serve impairment is wiped out. The 
depression undoubtedly had a very dis- 
astrous effect so far as claims were 
concerned as the company was imposed 
(CONTINUED ON LAST PAGE) 
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LIFE 
INSURANCE 


Was Reducing 
Child Labor 


Most thinking people 
today realize that child 
labor is bad for chil- 
dren, for society and for 
industry . . . and there 
has been an enormous 
publicrevulsion against 
it. 


But long before there 
were any child labor 
laws, Life Insurance 
was saving hundreds of 
thousands of children 
from the necessity of 
labor, saving other 
workers from the com- 
petition of children, 
saving industry from 
the ruinous prices 
which often go with 
small wages. 


Life Insurance is as im- 
portant to society as it 
is to the individuals 
who get it. It often 
saves the individua| 
from very evident dan- 
gers, which threaten 
him, and it also saves 
society from equally 
desperate dangers 
which are often not so 
apparent on the sur- 
face. Life Insurance is 
a vital force in modern 
society. 


%& Reliance Life pays its claims 
promptly—the great majority on the 
same day they are received at the 


Home Office. 


RELIANCE LIFE 
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New Law Is Now Interpreted 








Some of the Points in the Illinois 
Statutes Governing Fraternal 


Societies Are Clarified 





At the special meeting of the Illinois 
Fraternal Congress held in Chicago, 
pernard Risse, fraternal supervisor of 
the Illinois insurance department, con- 
ducted an open forum on interpretations 
of the new fraternal law. 

Its provisions are clear on compul- 
gry re-rating of inadequate rate mem- 
pers. It is advisable to re-rate these 
members and take definite steps to 
obtain the actuarial solvency required, 
4s soon as possible, rather than post- 
gone such action until close to 1945. 

Fraternals may continue to write 
temporary sick benefits until Dec. 31, 
1937. It is doubtful whether or not a 
jraternal may issue a closed contract, 
(except for the assessment feature) by 
naking future changes in the by-laws 
inapplicable to outstanding certificates. 
All societies must have at least 500 
members and juvenile members may not 
be counted in the total. The 500 mem- 
jer provision means adult members only 
aud is of immediate serious concern of 
five societies. 

The provision for attaching a copy 
of the application to every certificate 
applies to both foreign and domestic 
societies. The department will not re- 
quire copies of the application to be 
attached to the certificate forms that 
were in use prior to July 1, 1936, until 
after Dec. 31, 1937. However, it is 
mandatory that a copy of the applica- 
tion be attached to all new forms of 
certificates issued after July 1, 1936. 
A resolution was adopted instructing 
the executive committee to secure addi- 
tional data as to the practicability of 
merely incorporating the application as 
part of the insurance contract by refer- 
ence and furnishing a copy of the appli- 
tation upon request of the member or 
beneficiary. The cost of attaching 
photostatic copies of the application 
appears to outweigh the benefit thereof. 





Fidelity Life Convention 

DETROIT, Aug. 13—The biennial 
‘ession of the supreme lodge of the 
Fidelity Life Association will be held 
here Sept. 15-17. Mayor Frank Cou- 
zens will welcome the delegates. Lee 
E. Joslyn, Detroit attorney and a mem- 
ber of the board of directors, heads the 
atangements committee. 
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ANNIVERSARY 


@ Backed by forty years of 
service and progress and 
facing another era of 
achievement. 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebr. 


A legal reserve, fraternal benefit 
Society which insures women 
and children 


Mamie E. Long 
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Ce a ee 
SERS tines namemRERCREREEEN i oiReBIRARNR 








Cannon Again Chief Ranger 





Reelected by Catholic Order of Forest- 
ers at Its 30th Triennial Con- 
vention in Detroit 





DETROIT, Aug. 13—Thomas H. 
Cannon of Chicago was reelected high 
chief ranger of the Catholic Order of 
Foresters at the 30th triennial conven- 
tion here. He has held the post continu- 
ously for 42 years. Other officers elected 
were: Simeon Viger, Lawrence, Mass., 
vice chief ranger; T. R. Heaney, Chi- 
cago, high secretary; M. J. Mitchell, 
Chicago, high treasurer, and Dr. J. P. 
Smythe, medical examiner. 

The high court of trustees includes 
T. W. Thompson, Detroit, senior trus- 
tee, serving his fourth term; J. E. Mc- 
Cabe, Superior, Wis.; A. A. Horstman, 
Dayton; John Hrody, Chicago; M. J 
Barry, Toronto; Hugh Young, Minne- 
apolis; H. A. Siroi, Montreal; W. J. Po- 
linski, Chicago, and G. W. Crowns, 
Kaukauna, Wis. 

Members from 28 states and five prov- 
inces attended. The order was founded 
in 1883 with a membership of 40. It 
now has 1,650 courts, with 118,000 adult 
and 25,000 juvenile members. The excc- 
utive committee in charge of arrange- 
ments included T. W. Thompson, gen- 
eral chairman; E. M. Welch, vice-chair- 
man; P. J. Schneider, secretary, and C. 
E. Zimmer, treasurer. 





Vice - Presidency Outlook 





No Traditional Successor to Vice-presi- 
dency of National Fraternal 
Congress 


While it is assumed that Vice-Presi- 
dent S. H. Hadley of Sharon, Pa., presi- 
dent Protected Home Circle, will ad- 
vance to the presidency of the National 
Fraternal Congress at its convention 
which opens in New York City Aug. 24, 
there is no traditional system of filling 
the vice-presidency which he leaves va- 
cant. The vice-president may or may 
not be chosen from among the board 
of directors. It often happens that a di- 
rector is made vice-president, but Mr. 
Hadley, for example, was elected vice- 
president last year even though he was 
not a director. 


Executive Committee Listed 


The present executive committee in- 
cludes Mrs. Mary E. Arnholt, Rock 
Island, Ill., president Royal Neighbors; 
C. L. Biggs, Detroit, supreme record 
keeper, Maccabees; Judge John C. Karel, 
Milwaukee, president Equitable Reserve 
and immediate past president of the 
congress; Harry Manser, Auburn, Me., 
general counsel New England Order of 
Protection; Peter P. Jurchak, Wilkes- 
Barre, Pa., president Pennsylvania Slo- 
vak Roman and Greek Catholic Union, 
and Mrs. Dora Alexander Talley, 
Omaha, president Woodmen Circle. 








Knights of Columbus Issue 


O’Malley of Missouri Intends to Make 
Independent Examination—Publishes 
Connecticut Correspondence 








JEFFERSON CITY, MO., Aug. 13. 
—Insurance Superintendent O’Malley of 
Missouri has published in printed form 
correspondence between him and the 
Connecticut commissioner that began 
March 11, 1935, on the request of Mis- 
souri to make an examination of the 
Knights of Columbus of New Haven, 
Conn. The latest letter was from Mr. 
O’Malley dated July 24, telling Commis- 
sioner Blackall of Connecticut that a 
copy of the examination of the Knights 
of Columbus by the Connecticut depart- 
ment had been received in Missouri but 
that Mr. O’Malley is arranging to make 


an examination of the Knights of Col- 
umbus for the state of Missouri and 
other states desiring to participate. 

“My staff,” he said, “for the Knights 
of Columbus examination will include 
some of those who were on the exam- 
ination of the Modern Woodmen of 
America and are, therefore, well quali- 
fied for the examination of a fraternal 
society.” 

Insurance Code Bill 

In March, 1935, H. P. Dunham, who 
was then Connecticut commissioner, re- 
plied to Mr. O’Malley’s first correspond- 
ence that the Connecticut department 
examines the Knights of Columbus tri- 
ennially and the last examination was 
as of Nov. 17, 1933. He offered to fur- 
nish Mr. O’Malley any particular infor- 
mation he might desire. 

On March 15, 1935, Mr. O’Malley 
wrote to Mr. Dunham saying that the 
fraternals were mobilizing to defeat the 
insurance code bill in Missouri which 
Mr. O’Malley was espousing. Mr. 
O’Malley stated that he desired to ob- 








tain certain information regarding these 
societies “with particular regard to their 
recent activities.” 

“Tn furtherance of this desire, in addi- 
tion to writing you,” Mr. O'Malley said, 
“I wrote Commissioner Palmer of IIli- 
nois the same letter as the one sent 
you requesting the privilege of examin- 
ing the Modern Woodmen of America 
and Commissioner Moose of Nebraska 
and Brown of Massachusetts, regarding 
the Woodmen of the World and the 
Royal Arcanum, respectively.” 

Mr. O’Malley stated that he intended 
to examine shortly the Catholic Knights 
of America of St. Louis and would be 
glad to have Connecticut participate. 


Best Managed Fraternal 


Mr. Dunham responded saying that 
the Knights of Columbus “is the 
strongest and best managed fraternal so- 
ciety of the United States. It is ex- 
amined thoroughly by this department 
every three years. At the end of 1934 
it was 118.90 percent solvent on the 
American Experience table at 4 per- 
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cent after setting up contingency re- 
serves of $898,686.” 

There was no further correspondence 
untii Mr. Blackall took office. 

On Oct. 24, 1935, Mr. Blackall wrote 
to the Missouri department saying: 

“On the matter of the state of Mis- 
souri making an examination of this 
fraternity, I very readily appreciate that 
it is not only your privilege but your 
right to do so if you desire, but inas- 
much as it brings up a question that 
will undoubtedly be discussed at the De- 
cember meeting of the insurance com- 
missioners convention in New York, I 
would appreciate your department mak- 
ing no definite decision along those lines 
until after that meeting.” 

There was some further correspond- 
ence and then the final letter in which 
Mr. O’Malley stated his intention to 
conduct his own examination of the 
Knights of Columbus. 


Law Section Program Given 





Interesting Papers Will Be Presented 
at Time of the National Fra- 
ternal Congress Meeting 


The law section of the National Fra- 
ternal Congress will meet in the Wal- 
dorf Astoria, New York City, at 10 a. 
m., Aug. 24, the congress holding its 
meeting that week. H. W. Adams, of 
Beloit, Wis., attorney National Mutual 
Benefit, will preside. J. A. Willo, 
Youngstown, O., attorney National 
Slovak, is vice-president, and R. F. Al- 
len of Topeka, attorney Standard Life, 
is secretary-treasurer. 

President Adams will give a talk on 
“Some Legal Phases of Insurance Or- 
ganization’s Investments.” Secretary 
Allen will present a paper on “Recent 
Vital Decisions Affecting Insurance Or- 
ganizations.” H. W. Nichols, general 
counsel National Surety, will give an 
address on “Fraternal Societies and 
Surety Protection.” There will be an 
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Agency Openings 
for Illinois 


Liberal first year commission 
and non-forfeitable renewal 
commission. 
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Assistance in the Field, Home 
Office co-operation, Radio 
Advertising. 


Writing complete line of Mod- 


ern Policies, all standard pro- 
vision. 

Ages 0-65. 

Double Indemnity, Triple In- 


demnity, Disability, non-med- 
ical. 


For particulars write 
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INSURANCE COMPANY 


BUILDERS BLDG. 
228 No. La Salle St. CHICAGO 


WBBM every Sunday 12:45 daylight 
savings time. 














open forum when important legal ques- 
tions confronting fraternals will be dis- 
cussed. Tax suits will be a prominent 
topic. 

The law section consists of all the 
attorneys representing fraternals that 
are members of the N. F. C. The Fra- 
ternal Society Law Association is an- 
other body consisting of attorneys, ex- 
perienced in insurance law throughout 
the country. Its annual meeting is 
usually held in February. Mr. Allen is 
secretary of both groups. 





Fraternal Hearing Postponed 
Superintendent O’Malley of Missouri 


has postponed to the week of Sept. 7 
conferences with 13 fraternals to talk 
over rates and policies. The conference 
originally was set for Aug. 17, but the 
National Fraternal Congress meeting 
Aug. 23 interfered. 





Fraternals in New York Report 


The forthcoming report of the New 
York state insurance department shows 
that fraternal and assessment organiza- 
tions authorized in New York have a 
total of more than $4,500,000,000 insur- 
ance in force. 





Big Fraternal Outing 


The Fraternal Underwriters’ Associa- 
tion, composed of representatives of 
fraternal life insurance organizations, 
will hold an outing in Madison, Wis., 
Aug. 23. More than 1,000 members of 
fraternal groups are expected. 





Banks Adopt Pension Plan 
to Supplement Security Act 





NEWARK, Aug. 13.—It is reported 
that more than 100 banks have indicated 
a desire to participate in the pension 
plan developed by the New Jersey 
Bankers Association for employes of 
banks, which will be handled by the 
Prudential. The plan will go into oper- 
ation Sept. 1. It contemplates retire- 
ment incomes to bank employes suffi- 
cient to provide a standard of living 
comparable to that enjoyed during em- 
ployment, actually an income approxi- 
mately equal to 50 percent of the 
average earnings during employment. 
This, it is held, the federal social 
security act does not do. However, in 
view of the uncertainties of the social 
security act, the bankers’ plan is so set 
up that it may be modified to offset the 
burden of that act should it finally be 
held constitutional, or be modified itself. 

The retirement age for women has 
been fixed at 60, and for men, 65. If 
an employe resigns before retirement, 
his contributions will be repaid and the 
contributions of the bank are returned 
to it with 3 percent compound interest. 
If the employe does not resign until 
after 15 years of service, he gets the 
benefit of the bank’s contributions, too. 
If he dies before retirement his bene- 
ficiaries receive all of his contributions. 
Upon the death of any retired employe, 
any excess remaining above the pay- 
ments already made will be paid over 
to his beneficiary. 


INDUSTRIAL 


E. L. Cassidy Advanced 


The Prudential has appointed E. L. 
Cassidy superintendent of its Lowell, 
Mass., district. He has been assistant 
superintendent at Stamford, Conn., since 
1928, having joined the company at 
Danbury, Conn., in 1926. In 1935 he 
was second among Prudential men in 
production of paid-for ordinary insur- 
ance. 














Fred E. Vining, Jr., formerly located 

at Pine Bluff, rk., as agent of the 
Metropolitan Life, has moved to Fordyce 
where he will fill the wpeseey left by 
oss. 


the resignation of A, A. 
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As SEEN FROM CHICAGO > 





WHAT AGENTS ARE SELLING 


Chicago offices report that more 
agents are selling the regular forms of 
policies and even endowments are com- 
ing into their own. While in the past 
agents confined their operations largely 
to ordinary life and term, there are far 
more 20, 25 and 30-payment life poli- 
cies and long term endowments being 
sold. General agents also state that 
people are getting intensely interested 
in retirement income contracts largely 
due to the great campaign that was put 
on for annuities. Now that the com- 
panies have clamped down to a great 
extent on single premium contracts and 
the small term endowments, agents are 
pressing retirement income policies. 

* * * 
INSURANCE STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade Building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life ..... 10 .60 32 33 
Bank. Nat. Life. 10 1.00 21 25 
Central Life, Ill. 10 Dien 9 Sh 
Cent. States Life 5 ‘aa’ 3 i 
Columbian Nat..100 4.00 85 95 
Conn. Gen. Life. 10 .80 43 45 
Cont. Assurance. 10 2.00 38 40 
Farm. & Traders.100 10.00 210 225 
Fed, Life, Chgo.. 10 _ 8 A 
Girard Life ..... 10 -40 10% 12% 
Great Nor. Life. 10 wae 4 aS 
Great South Life 10 2.50 3 35 
Life & Cas., Tenn. .. 2.00 18 ale 
EAfe Of V8. ..05. 20 3.00 75 85 
Lincoln Natl. ... 10 1.20 28 29 
Natl. Life & Ac. 10 1.60 65 75 
New World . 10 .40 5% 6% 
Northw. Natl. 5 prety 14 15 
North Amer. 2 roe 3 3% 
Ohio National .. 10 1.00 22 25 
Ohio State Life..100 10.00 225 ae 
Old Line Life... 10 .60 16% 17% 
Pacific Mutual .. 1 ees 1% 23% 
Philadelphia Life 10 asees 3% 4% 
Prov. Life, N. D. 10 .80 12 na 
Rockford Life .. 10 bd 4 8 
Sun Life, Can...100 ARS 515 530 
TPBVOIOFS: 0:2 0.0 00 16.00 550 560 
Union Central .. 20 1.20 35 45 
Wisconsin Natl.. 10 .50 14 1s 

* 


REPUBLICAN 


Although the activities of the newly 
organized Republican Insurance Com- 
mittee of Illinois primarily concern fire 
and casualty insurance, agents, the sup- 
port of life insurance men throughout 
the state is being solicited. C. F. Axel- 
son, Northwestern Mutual, Chicago, 
former president Illinois State Associa- 
tion of Life Underwriters, and Norris 


AGENTS ORGANIZE 


Bokum, Massachusetts Mutual Life, 
Chicago, have been in conference with 
leaders of the Republican insurance 


committee in connection with the pro- 
posal that an appeal be made to life 
insurance men as well. Both of these 
men have endorsed the undertaking and 
believe that life insurance men should 
be brought into the picture. Mr. Axel- 
son has been named a director of the 
organization. 

Many of the fire and casualty agents 
in Chicago and some places downstate 
have been indignant because under the 
present Democratic administration sev- 
eral deals have been arranged that have 
placed beyond the reach of the local 
agent much fire, casualty and surety 
business. For instance, State Auditor 
Barrett arranged to have all the insur- 
ance which the receiver of state banks 
was in a position to control to be placed 
with one agent. This same agent at 
about the same time obtained control 
of all of the insurance business of the 
Chicago Title & Trust Co. Then the 
local agency of Horan & O’Brien has 
been very active and has obtained a 
large amount of political business. 

The non-political agents of the state 
feel that more than the normal amount 
of political business has been brought 
under the wing of the politicians and 
they fear that unless there is a big 
show of opposition that future admin- 
istrations will seek to control an even 
larger volume of premiums. 

The Republican insurance committee 
hopes to have the insurance people in 








the state make such a show of politica 
strength that public officials in the fy. 
ture will hesitate to interfere with the 
normal conduct of the insurance bys. 
ness. Of course, the life insurance peo. 
ple do not have the practical interes 
in the matter that the fire and casy. 
alty agents do. The plea for the lif. 
insurance men to join the program j; 
on a personal basis with the implica. 
tion that the fire and casualty peopl 
will be ready to support the life insyr. 
ance people in an undertaking some 
day. 
x xk * 

EQUITABLE OFFICERS TO SPEAK 

Vice-president Frank L. Jones and 
Senior Director Gage E. Tarbell of the 
Equitable Life of New York, will he 
speakers at a series of educational cop. 
ferences to be held at Wawasee, Ind, 
Aug. 20-29. The first group will include 
five Chicago offices: the Kemp, Kerber, 
Sacks, Sloan and the Israel agencies 
Aug. 20-22. The Lustgarten agency yill 
convene Aug. 24-26, and the Hoier 
Rogers agency Aug. 27-29. 

W. M. Rothaermel, divisional super. 
intendent of agencies, will conduct an 
educational conference of the A, 8. 
Shea agency of Minneapolis, Aug. 13. 
15, in that city. 





New York Report Due Soon 


ALBANY, Aug. 13.—Part II of the 
New York department's annual report 
which covers the operations of the 3! 
life insurance companies operating in 
New York state, will soon be off the press 
The report contains the audited figures 
for 17 active life companies of Nev 
York, 30 of other states and four United 
States ‘branches of Canadian com: 
panies, also abstracts of 12 New York 
pension funds and retirement system: 
and of two inactive companies. A¢- 
vance reports giving summaries of the 
principal figures before audit appeared 
last April. 

Life companies authorized in New 
York now carry close to 85 perccnt of 
the business in force in the United 
States. Combined assets of these con- 
panies Jan. 1 were $20,328,715,716, ai 
increase during 1935 of $1,237,887,88) 
Of these assets more than $1,500,000- 
000 are real estate holdings. Surplus 
and special funds (including $27,115,630 
capital) over all liabilities amount to 
$1,109, °56,973, of which $645,407,536 1s 
held by New York state companies. 
Combined income for 1935 was $4,481- 
049,070 and disbursements were $3,22)- 
555,53 Of the latter amount, $2,364- 
214,209 went to policyholders and their 
beneficiaries. As compared with 1935, 
companies operating in New York state 
increased their assets $1,237,887,885: 1 
creased their liabilities by $1,185,723,i50: 
increased their income by $239,609,il? 
and decreased their disbursements )} 
$54,907 187. 

The forthcoming report contains the 
first complete analysis of annuity ane 
supplemental contract business. In a! 
there were 40 companies having $6 
119 annuities and supplemental col 
tracts in force representing an annual 
income of $431,929,380. 


Yeomen Pioneer Club Meets 


The Yeomen Mutual Life’s Pionet! 
Club will hold an outing at Troutdale: 
in-the-Pines, Colo, Aug. 22-29. T. # 
Young, superintendent of agents, is ™ 
charge. There will be 29 leading agen 
present. 





Honor L. A. Hanley 


Charles Stumb, assistant superinten: 
ent of agencies of the Reliance Life, ¥® 
in San Antonio, Tex., to attend a dinnet 
given in honor of the fifth annivers#” 
of Lawrence A. Hanley as_southwes 


Texas agency manager. Mr. Stumb = 
visited Corpus Christi, Houston @ 
Dallas. 
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SALES IDEAS AND SUGGESTIONS 

















Checks Work, Finds He Needs 


More Interviews, Sales Gain 





Five years ago Leonard H. Fletcher, 
Cleveland general agent of the Conti- 
nental Assurance, found his business 
sipping and turned to his records to 
fnd the cause. There had been no letup 
in his working schedule, no decrease in 
the daily calls. What he did find was 
, considerable decrease in the number 
of interviews, too much time spent in 
service work and tvo much attention 
given to weak prospects. As a result, of 
that analysis he revised his working 
schedule. 

Today, Mr. Fletcher is making no 
more calls than before but his interviews 
have been doubled. A firm believer in 
service, he has practically eliminated the 
unnecessary personal calls on such serv- 
ice. Instead he uses the telephone and 
the mails wherever possible, thus cut- 
ting off a great waste of time. He still 
uses service calls where absolutely nec- 
essary and for an excuse to secure ad- 
ditional business. 


Uses Abbreviated System 
of Recording His Data 


Elimination of waste effort has also 
come in other ways. He doesn’t write a 
book about each case but uses his own 
abbreviated system of recording. [or 
instance, a regular pocket diary book is 
kept. In this he lists the people called 
on. When an interview is secured, he 
adds an “I” at the side. When sold, he 
notes it at the side also and when stops 
are made but the prospect isn’t in, he 
designates this in a mere check of the 
pencil. He likewise puts down a 2 where 
itis a second call, a 3 for a third, etc. 
Thus he can tell where too much time 
is being wasted on unlucrative prospects, 
and he endeavors to keep a healthy bal- 
ance between new and older prospects. 
At the end of the day he has all the 
data he needs including number of stops, 
number in, number of interviews and 
luture dates for calling back if advisable. 
From this brief record he checks and 
arranges his card files. 

Mr. Fletcher’s files are generally kept 
at home where he also has an office and 
where he plans the work for the next 





day. In such planning and in the analy- 
sis of calls, his wife aids him consider- 
ably. 
At the front of his files he keeps the 
best prospects. Next in order is a cal- 
endar list in which prospects are kept 
under the date for call backs because 0 
rate changes or appointment. In back 
of this is a regular alphabetical list where 
ordinary prospects are placed. 

The “hot prospect” list in the front 
is the key to his daily route. These 
cards are arranged geographically so that 
when he selects them he may quickly 
choose several in the same general lo- 
cality or direction. With such a nucleus 
he picks fillers from the regular alpha- 
betical list and those from the dated 
section. Where definite appointments 
are made, the dated file may determine 
the locality. A simple card is used for 
listing the daily calls and they are put 
down in the order of their location so 
that he will travel the shortest possible 
route. This saves considerable time. 


Should Be Efficient 
About Routing Calls 


Insurance men, he believes, should be 
just as efficient about their routing as a 
store delivery truck. After all, it isn’t 
the amount of time spert in the field but 
the amount of time actually given to 
calls and interviews. On the back of his 
simple engagement card, he notes any 
telephone calls to be made or any other 
errands to perform so that he will not 
forget them. At the end of the day he 
puts down the actual hours spent in the 
field, the actual time in the office, and 
the actual time given to the development 
to other agents. 

An analysis of the past five years 
shows the decline in business from 1931 
to 1932 and the consequent incline after 
his faults had been determined and cor- 
rected. The chart shows that the num- 
ber of stops and calls over five years 
have not greatly varied, nor has the 
number of hours put in. It shows, how- 
ever, that interviews increased from 374 
in 1932 to 720 in 1935. And sales in- 
creased 300 percent to over $500,000 in 





1935. Much of his time in 1932 had 
been spent on routine service which 
could just as well have been conducted 
by phone or letter. 

The past five years he has put in an 
average of about four hours on actual 
field calls per day, making an average 
of 7% stops, and an average of 5 calls. 
Interviews increased from 1.44 per day 
in 1932 to 2.70 per day in 1935. New 
calls were increased 100 percent and 
sales were made 2% times more fre- 
quently. Average business per day in 
1932 was about $550 against $2,000 per 
day in 1935. A five vear average shows 
that he spent 44.8 minutes to make a 
call where the prospect was in and that 
it took two hours and six minutes of 
field work to complete an interview. The 
average field work per week was 21.19 
hours and he worked 5.43 days per week. 
The average sale per interview was $522 
and he made 11.8 interviews to every 
sale. The average sale for five years 
was $6,187. Increased efficiency is noted 
in a comparison of last year against the 
five year average. 


One Sale Made in 
Every Ten Interviews 


_ In 1935 he made a sale for every 9.9 
interviews and sold $720 worth of in- 
surance per interview. Elimination of 
worthless prospects at an earlier date 
helped to increase this efficiency. About 
70 percent of his business, says Mr. 
Fletcher, comes from the first, second or 
third call. He offers an insurance plan 
to nearly every prospect who is in the 
market and he presents it in a language 
the particular person will understand. 
Mr. Fletcher has been with the Conti- 
nental Assurance only about 60 days 
and in that period he has written 15 
applications for $84,500 while aiso direct- 
ing the business of his agency. 


Tries to See as Many 
Executives as Possible 


Mr. Fletcher selects prospects on their 
ability to pay and he tries to see as many 
executives as possible. At the same time 
he bars no worthwhile prospect. Be- 
yond that, his experience has proven 
that there are many ways of securing 
prospects. He offers his children 2 cents 
each for the name of each child in their 
room and then looks up the parents 
through directories. He gives the chil- 
dren 50 cents for each such prospect 
when a sale is made. Last winter when 
on a trip to Florida with his family, they 








SPARKS 


from the firing line 
By JOHN W. AGENT 





Said the old timer: “I look at each 
man I call on through a special set of 
glasses. They are really double action 
glasses. I ask myself: ‘Is he a good 
prospect for insurance or annuities” 
Second: ‘Would he make a success on 
our sales force?” Through this atti- 
tude, this salesman has not only been 
able to help his agency through his per- 
sonal production, but in addition to this, 
through the desirable recruits he has 
been able to introduce into the business. 


* * * 


“Good morning, Mr. 
happy returns of the day. 

“You have a good memory,” said Mr. 
Smith, smiling. “Sit down.” 

“Thank you.” 

“Well, what’s on your mind?” 

“I have a birthday present for you,” 
said the salesman. “It is peculiar in two 
ways. First, you must buy it for your- 
self. Second, it is unlike most other 
presents in that it doesn’t wear out. In 
fact, it grows in value every year.” 

The annual premium retirement annu- 
ity policy was passed across the desk. 
Mr. Smith removed it from the jacket 
and eyed the first page. 

“Is this a duplicate of the one I 
bought from you a few months ago?” 

“Yes, sir.” 

Mr. Smith sighed and reached for his 
checkbook. That birthday hunch had 
worked. 


Smith, many 








took down the licenses of each car where 
the serial number showed they were 
from the Cleveland district. He also put 
down, with the aid of his wife and chil- 
dren, the number of occupants in the 
car, make of car, and place where he 
passed them. Thus he had some com- 
mon grounds for discussion and much 
data of value in building up a sales talk. 
Considerable business came from this 
novel means of securing prospects. The 
principal requisite of each prospect is 
their business success and ability to pay. 





to 65 next birthday. 
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: A POLICY FOR EVERY PURSE AND PURPOSE 
Pasa! See 
Basil S. Walsh Joseph L. Durkin John J. Gallagher 
PRESIDENT SECRETARY TREASURER 


Independence Square 








THE HOME LIFE INSURANCE COMPANY 


OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 


Philadelphia, Penna. 
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: ACCIDENT SALES POINTERS 


- . Packed full of sales ideas that will get you more business, the Accident 


sample copy. 


& Health Review should be on your regular reading list. Send 10 cents for 
It will convince you. 
A-1946 Insurance Exchange, Chicago. 





Address: Accident & Health Review, 









Pampa. 


Southland 





“That quota-making fear was an- 
nihilated by Southland Life’s 
advertising for me” 


—writes A. L. Burge, Southland Life's representative at 
"| knew | could not afford to fail with Southland 
Life's advertising ‘telling the world’ what | was doing.” 


For further information regarding our plan write to 
First Vice President Clarence E. Linz, or to Vice-president 
and Agency Manager, Col. W. E. Talbot. 


Life Insurance Company 


Harry L. Seay, President 
HOME OFFICE 


DALLAS, TEXAS 
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Latest Movements in Pacific Mutual | 


(CONTINUED FROM PAGE 20) 





upon up and down the line, especially 
with policyholders having larger bene- 
fits. The actuaries of the Pacific Mutual 
in 1926 foresaw what was coming and 
then warned the officials but no heed 
was taken. The company undoubtedly 
at that time started to nlunge downward 
so far as its reserves were concerned. 





KEMP AND CALL 





There are two officials of the new 
Pacific Mutual Life who are regarded as 
especially potent and who are regarded 
as the guiding stars of the future, they 
being President A. N. Kemp and Vice- 
president and General Counsel Asa V. 
Call. President Kemp is especially re- 
sourceful and penetrating in his mental 
acumen. He has had a wide investment 
and administrative experience with dif- 
ferent corporations. Great credit is due 
Vice-president Call who came into office 
in the fall of 1933, when W. H. Davis 
was elected executive vice-president, in 
ferreting out true conditions. Mr. Call 
was chosen vice-president and general 
counsel. Undoubtedly his delving into 
the affairs of the company showed him 
that some action had to be taken. One 
of the earliest indications that all was 
not serene was the retirement of Vice- 
president Lee A, Phillips, who is board 
chairman of the Pacific Indemnity of 
Los Angeles and was vice-president of 
the Pacific Mutual. As vice-president 
he had charge of the investments. Mr. 
Phillips is a promoter, dominant, ag- 
gressive and has been interested in a 
hundred different enterprises in Los 
Angeles and southern California. He is 
a lawyer. To show the extent ‘of his 
promotional enterprises he organized or 
was a big factor in the Pacific Finance 
Corporation, Gladding, McBean Com- 
pany, Pacific Indemnity, Central Busi- 
ness Properties, the Pacific American 
Fire, Consolidated Steel Corporation, 
Los Angeles Industries, Affiliated Se- 
curities Holding Company. He was a 
director and officer in other institutions. 


Brenk Between Two Officials 


Mr. Phillips was eliminated as an offi- 
cial of the Pacific Mutual two or three 
years ago and that caused a break be- 
tween him and President George I. 
Cochran. Mr, Call undoubtedly saw a 
vear ago that some extraordinary action 
had to be taken and it was largely 
through his initiative, but with the con- 
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sent of President Cochran, that Mr. 
Kemp was brought in the picture. Im- 
mediately with Mr. Call he started to 
investigate and probe. These two offi- 
cials with Commissioner Carpenter and 
department men called from the other 
states drew up the plan that has been 
put into effect. The so-called “old 
guard” who at least have been charged 
with indifference and lethargy in not 
getting started 10 years ago have been 
eliminated. Mr. Kemp takes a foremost 
position ameng American life executives, 
all acknowledging that he has a tremen- 
dously hard job and one which will tax 
his mental resources but all confidence 
is placed in him. He is ably buttressed 
by Mr. Call. 

Emile Beiengenu, a certified public ac- 
countant, has been made Louisiana an- 
cillary receiver of the Pacific Mutual. 
E. A. Conway, a creditor, petitioned to 
have a receiver appointed. E. J. Mc- 
Givney, vice-president and general coun- 
sel of the Pan-American Life, repre- 
sented the Pacific Mutual at the hearing. 

At the instance of Commissioner 
Julian of Alabama, Attorney General 
Carmichael of Alabama and Frank 
Spain, Birmingham attorney, have gone 
to Los Angeles to look after the inter- 
est of Alabama policyholders in the re- 
organization plans for Pacific Mutual. 





DISCRIMINATION? | 








Probably the main question that has 
been put to THE NATIONAL UNDERWRITER 
since the Pacific Mutual upturn has been 
“Why discriminate against the non-can- 
cellable policyholders in favor of other 
policyholders?” As THE NATIONAL 
UNpeERWRITER has seen it, the company 
officials and the insurance departments 
that participated in the examination 
were compelled to look at the Pacific 
Mutual Life as a whole. If the tremen- 
dous deficiency had been due to all 
classes in the company and it had not 
been brought about hy one particular 
class, then naturally all should have suf- 
fered proportionately. One correspond- 
ent brings up the point that the losses 
were not entirely due to the non-can- 
cellable department but to bad invest- 
ments as well . It is true that the re- 
port of the examiners criticized some of 
the investments and of course it is im- 
possible to tell just what the loss will 
be on investments. A reserve of $1,022,- 
724 in the life department has been put 
up for mortgage loans, $625,000 for col- 
lateral loans, $420,000 for real estate. In 
the accident department $130,000 was put 
up as a reserve for mortgage !oans and 
$310,000 for real estate. It would seem 
therefore that the investment situation 
was not at all acute. 


Yield on Investment Classes 


Of its assets 9 percent or $15,411,692 
is in real estate that earned 2.6 percent 
last year. There are mortgages amount- 
ing to 40 percent of the assets or $71,- 
402,105 which earned 4.3 percent. Bonds 
yielded 4.2 percent. It has taken over 
$567,314 in farms and $14,844,378 1n 
properties other than farms. ‘The total 
real estate and mortgage investments 
aggregated $86,813,797 or 49 percent of 
the assets, the net cash vield being 4 
percent. The cash yield on the entire 
assets including policy loans was 4.2 per- 
cent last year, which is a very upward 
turn considering everything. 


Primarily a Life Company 


The Pacific Mutual is primarily a life 
insurance company. It has kept its re- 
serves segregated, the participating de- 
partment having its reserves up, the non- 
participating life division, the regular ac- 
cident and health and the non-cancell- 
able. The losses in the non-cancellable 
department have been heavy and have 
increased every year. The drain was on 
the earnings of the company in other de- 
partments and the non-cancellable end 
was breaking the back of the rest. The 





non-cancellable policyholders have been 
paying entirely too little for the bene- 
fits that existed in their contracts. This 
is seen in the deficiency reserve that had 
to be put up amounting to $22,356,493 in 
the non-participating department includ- 
ing disability. The surplus in the par- 
ticipating department was $4,792,119. 
The non-cancellable premums last year 
were $3,557,741 and the claims $4,528,- 
186, The company. has been losing big 
money right along on this department. 

Therefore, it seems to THE NATIONAL 
UNDERWRITER that the non-cancellable de- 
partment is wholly responsible for the 
Pacific Mutual predicament. The pol- 
icyholders have received far more than 
their money’s worth, contracts should be 
readjusted according to their actual 
worth and the departments of the com- 
pany that are paying their way along 
should not contribute to the deficit pro- 
ducing class. The Pacific Mutual could 
have been thrown in the hands of a re- 
ceiver and great waste brought to the 
policyholders. Instead of that Commis- 
sioner Carpenter and his associates 
brought about the organization of a new 
company, preserved the equities as best 
they could and, in the opinion of THe 
NATIONAL UNDERWRITER, all have gotten 
a very square deal. 


MAGAZINE PRESENTS PICTURE 


The entire August issue of “Pacific 
Mutual Field News” is devoted to the 
reorganization. There is a message 
from President Kemp, from Vice-presi- 
dent D. C. Mac Ewen, pictures and 
personal histories of directors, list of 
officers and department heads, standing 
committees, copies of various commu- 
nications that have been sent to policy- 
holders, messages from various life un- 
derwriters’ associations, and text of re- 
habilitation plan. 


A.L.C. Law Section 
Program Announced 


(CONTINUED FROM PAGE 1) 


at the Tuesday morning session. T. H. 
Watters, Jr., Des Moines insurance at- 
torney and counsel of the National 
Board of Fire Underwriters and the 
Association of Casualty & Surety Exec- 
utives, will treat of “Life Insurance 
Federal Income Tax Problems.” R. 
Leighton Foster, former insurance su- 
perintendent of Ontario; and now gen- 
eral counsel of the Canadian Life Offi- 
cers Association, will discuss “The 
Canadian Law Respecting Beneficiaries.” 
R. H. Kastner, associate counsel of the 
A.L.C., will present his “Annual Review 
of Legislative and Departmental Ac- 
tion.” Elections and other business 
will follow the social security discussion 
Tuesday afternoon, when the section 
will adjourn. 

Programs for the financial section 
meeting, the industrial section, the gen- 
eral session, and the agency section’s 
joint meeting in a general session will 
be announced soon. There will be an 
executive session of the A.L.C. the last 
afternoon, when important business will 
be discussed and olficers elected for the 
new year. Headquarters will be the 
Baker Hotel, where all sessions will be 
held. Ample time wiil be afforded in 
the program for attendance at the Texas 
Centennial in Dallas, where Oct. 15 has 
been designated by the officials as Amer- 
ican Life Convention Day. 


Pittsburgh ¢ Gets 
Behind Johnson 


(CONTINUED FROM PAGE 1) 


the educational committee. Also, he has 
served as a most active trustee since 
1932. In addition, Mr. Johnson has 
appeared before local associations and 
at sales congresses in all parts of the 
country. He has been president of the 
Pittsburgh and Pennsylvania state asso- 
ciations, serving both organizations 
faithfully and well.” 

This statement was prepared by a 
committee of the Pittsburgh association, 





appointed by President S. E. Webster. 
and consisting of H. T. Burnett, Rg 
ance Life; Wm. M. Furey, Berkghs 

and Robert N. Waddell, Connectigyt! 
Mutual. 4 


Results of C. L. U. June 
Examinations Are Announce} 


(CONTINUED FROM PAGE 2) 
York; Johannigman, Clarence A., Unigy 
Central, Cincinnati; Johnson, Henry y 
Jr., Northwestern Mutual, Louisville: 
Jones, John E., Watertown, N. Y, : 

* * * 

Kaufman, Bernard S., Equitable Lif, | 
of N. Y., Cleveland; MacFarlane, Muriel 
L., Aetna Life, Kansas City; Marean, gig. 
ney G., manager estate department Union 
Central, Norwood, O.; Markley, Robert 
T., Equitable Life of N. Y.,, Chicago: 
Merritt, William J. W., educational dg. 
partment Guardian Life, New York; 
Meyer, Morris, Metropolitan Life, Balj. 
more; Minnis, Robert L., Bankers Life 
of Iowa, Des Moines. 

* * * 

Porter, Baillie P., Prudential, Baltj. 
more; Raumann, Arthur J., insurance 
broker, New York; Remington, Harry G, 
supervisor Mutual Life of New York, 
Philadelphia; Ridges, Melvin H., New 
York Life, Salt Lake City; Robertson, 
James A., general agent Columbian Ng. | 
tional Life, Pittsburgh. 

* * * 

Schmunk, Edwin W., New York Life, | 
Chicago; ‘Schulze, Walter B., Quincy, 
Mass.; Selby, Elmer E., Berkshire Life, 
Pittsburgh. 

* *K * 

Taylor, J. Finley, assistant to the man- 
ager Equitable Life of N. Y., Los An 
geles; Thorn, Craig, John Hancock Mu- 
tual, New York; Whitcomb, Hale C., as. 
sistant general agent, Continental Ags. 
surance, Chicago; Wink, John R., My” 
tual Benefit, Reading, Pa.; Yount, John 
B., Mutual Life of New York, San Fran- | 
ec1sco. 


Greater Cultivation of the 
Professional Side Needed 


(CONTINUED FROM PAGE 3) 


and some bright young man who is 
thoroughly conversant with all his com- 
pany’s policies and the manner in which 
their modifications might be made better 
to serve my needs, with economy to me, | 
might have a chance to become the 
architect who would remodel my life in- 
surance house. 

And isn’t that the field in which the 
truly professional side of the business 
can best be exemplified? Aren’t there 
thousands of such “houses” in every ut | 
derwriter’s territory that need remodel 
ing? It is said that every program re- 
quires revision each two years, on the 
average. Why, I even heard the prest- 
dent of a well known company recently 
tell a group of his underwriters that his 
program had not been revised for fout 
years and that two deaths in his family 
clearly indicated the need of revision! — 


Speakers Are Listed for 
Columbus Mutual Meeting 


_ Agents of the Columbus Mutual Life 
trom a dozen or more states will atten 
its annual convention in Columbus, Qs | 
Aug. 20-21. 

Speakers will include President D. E 
Ball, Vice-president Carl Mitcheltree, 
Vice-president Theodore H. Tangemai, 
Dr. W. A. Jaquith, medical director; 
James A, Preston, sales manager; Rent 
Banks of Cleveland, Harold Moor of 
Pittsburgh, A. R. Jaqua of Cincinnath 
associate editor Diamond Life Bulletins) 
Russell Beadle, Detroit; J. C. Dextet, 
E._C. Danford and L. L. Weaver, Co 
lumbus; Conn W. Moose, Omaha; Mot 
ris Levinkind, Chicago; L. E. Pennewe4, 
Minneapolis; R. J. Zimmerman, Pontias, 
Mich.; David Fischer, Cleveland; Dale 
Orr, Lancaster, O., and J. E. Masot 
Pittsburgh. : 

T. S. Berridge, Gallipolis, O., leading 
salesman the past year, will be honorafy } 
chairman. 

Maj. Norman Imrie of the Columbus 
“Dispatch” is to speak at the banquet 





